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the new Dictaphone Cameo Transcribing Machine, the Dictaphone 
Cameo Dictating Machine finds attractive running mate. 

Much smaller and lighter than previous models, the new transcrib- 
ing unit combines smart modern lines with balanced proportion. 
occupies little desk space and easy move. 

Many new refinements supplement the reliable Dictaphone fea- 
tures which have long been popular with secretaries. All combine 
assure remarkable ease operation. 

Like its companion dictating machine, the Cameo Transcriber 
all-purpose model. quickly adaptable for either desk cabinet 
use. Dictaphone’s famous voice reproduction assures natural clarity 
and pleasantness tone any desired volume. 

Let your secretary try the new Cameo Transcribing Machine. She 
obligation. Just mail the coupon the right. 


DICTAPHONE 


The word DICTAPHONE is the Registered 
Trade-Mark of Dictaphone Corporation, 


Makers of Dictating Machines and Access- 


ories to which said Sirade-Mark is Applied. 


oUR SECRETARY 


MPAN 

THE 


sign, precision and all- 


new 
usefulness. and use- 


modern dictating machi 


aroun 
users test! 


fulness 


DICTAPHONE CORPORATION, 420 Lexington 
In Canada—-Dictaphone Corporation, Ltd. 
86 Richmond Street, West, Toronto 


(0 Send me additional information about the nev Dictaphone 
Cameo Transcribing Machine. 


(D I should like to see and try the new Dictaphone cameo with- 
out obligation. 
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FIRE COLLECTS TAX 


but U&O Exempts Earnings from Levy 


HEN steely hand reaches out for tax, it’s not “What 

percent?” “How Loser may pay all. Material 
damage but fraction loss, for lost also are invisible values— 
earnings, profits, commissions, rents and 

you hold note backed business profit, its current worth 
sinks when fire taxes your borrower’s income. For with property 
wrecked, machinery jammed and output stopped, there little hope 
that bills will met, charges paid and loans liquidated when due. 

Needed borrowers Use and Occupancy Insurance 
dependable coverage that strengthens loans against loss after fire. 
broadens your borrower’s protection paying earnings 
ordinarily realized but cut off the occurrence mishap. Ask the 
HOME agent more about this supplemental coverage vital 
borrowers and, indirectly, you. will glad discuss 
and other forms written THE HOME protect invisible values. 
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NEW YORK 


FIRE— MARINE and ALLIED LINES INSURANCE 


When writing advertisers please mention Credit Management 


TAX 
| 


Financial 


Contents for May, 1940 


Does Easier Credit Boost Edwin 
Members’ Bulletin News About Credit Matters 
Not What Man Owes...................... 
Roster 1940 Nominations 


Manufacturers’ Sales, Collections and Accounts Receivable 
Wholesalers’ Sales, Collections, Accounts Receivable and Inventories 


Cover Design William Roscow. 


Official Publication the National Association Credit Men 
One Park Avenue, New York, 1309 Noble Street, Philadelphia, Pa. 


Richard Tobin Paul Haase Clifford Rogers 


Editor and Manager Associate Editor Advertising Manager 


ESTABLISHED 1898 VOLUME 42, No. 


Published the fifth each month the National Association Credit Men, 1309 Noble Street, Phila- 
delphia, Pennsylvania. Entered second class matter December the Post Office Philadelphia, 
Pa., under the Act March 1879. price, $3.00 per year, per copy; Canada, $3.50; all 
other countries, $4.00 postpaid. Copyright, 1940, National Association Credit 


fen. The National Associa- 
tion Credit Men responsible only for official Association statements and announcements printed herein. 


| 


4 
7 
| 
| 
| 
| 
q 
| 


Credit 
Something for Nothing! 


Insurance the bulwark Credit. unin- 
sured loss can leave Creditor “holding the 
the Insurance Statements furnished 
Credit applicants are sometimes incomplete 
inaccurate Some show only what Insur- 
ance carried: not what needed. 


The Insurance Business offers the services 
150,000 trained Insurance Agents and Brokers 
who will tell you what Insurance your Credit 
applicants have, and what they need This 
service offered without charge you 
want it? Write your local national 
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audience suggested that credit men are too 
much concerned about balanced budgets. 
was, fear, merely reflecting what ap- 
praise being unfortunate line thought 
currently fashionable this and other nations. 

The need sound budget plans has been 
emphasized and re-emphasized frequently 
that some may seem old story. 
old story but there has never been 
truer story told and, opinion, cannot 
repeated too frequently. Credit executives 
know that there have been new means de- 
veloped, nor can there be, that will construct 
firm foundation for real recovery, well 
that confidence which developed sound 
budgetary program. 

believe that the credit executive, even 
more than the average business man, looks 
unbalanced budgets and places the responsi- 
bility for them upon the pressure and special 
privilege groups. again the fact that 
they seek these special privileges the ex- 
pense their fellow citizens disturbing. 

The modern credit executive anxious and 
willing share credit information equitably 
with his fellow credit men. association, 
credit executives lay down the rules, proced- 
ure and ethics this sharing. practice, 
violation these rules carries with self- 
ostracism. other police force needed 
enforce the rules. 

Little wonder that the credit executive, hav- 
ing been trained atmosphere mutual 
helpfulness, becomes concerned when certain 
segments our people seek special advan- 
tages and privileges—indifferent un- 
conscious the fact that these special ad- 
vantages privileges are additional burdens 
saddled upon the rest the people, who are 
trying play the game unselfishly, who are 
looking towards the welfare the whole 
rather than the favor few. 


Henry Heimann 
Executive Manager, N.A.C.M. 
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New Burroughs Factory Branch, Plymouth, Michigan 


Over half-century ago Burroughs started 
small machine shop manufacture the first prac- 
tical adding machine. Business has since depended 
more and more Burroughs for steady flow 
machines and developments meet constantly 
changing conditions. Today’s range Burroughs 
products includes practically every type figuring, 


accounting and forms-writing machine. 


With this background experience and wide 
variety machines, Burroughs meets the needs 
Burroughs Factory and General Offices, Detroit today’s business for speed and economy, and 


Throughout the years, Burroughs has adhered building for the future along lines which have 
the highest standards manufacture and quality, 


and has developed worldwide 
and factory-controlled service organization. BURROUGHS ADDING MACHINE COMPANY, DETROIT, MICH. 


made Burroughs worldwide institution. 


urroughs 


DOES THE WORK LESS TIME—WITH LESS EFFORT—AT LESS COST 
When writing advertisers please mention Credit Financial Management 
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Who Gets the Credit? 


Self-Supporting and Tax-Paying Dependent and Tax-Supported Business? 


Robert Henry, Assistant the President, Association American 
Railways, Washington, 


Credit two sorts—private credit which depends 
upon earnings, and public credit which depends upon 
taxes. 

Even public credit, course, depends finally upon 
the earning power business—unless that earning power 
should finally dried that could longer sup- 
port the tax load. Such situation that, should ever 
come pass, would mean taxes laid not upon earnings 
and the increase wealth, but upon the property itself— 
short, confiscation, the final destroyer all credit and 
all progress. 

But since public credit does not depend directly upon 
earning power, public expenditures the field busi- 
ness are freed the stern test economic reality which 
private business must meet every this project 
that, this expenditure that, pay its way?” Because 
public expenditure and public credit are thus free this 
only real test economic justification, late years 
have seen increasing proportion the total wealth 
and resources the nation siphoned out the category 
independent, private industry, earning its way and 
paying its taxes, into the category publicly financed 
industry, whole part dependent not upon its own 
earnings but upon the taxes collected from the earnings 
others. 

many lines business—in almost all, fact—this 
tendency has been increasingly evident during the past 
decade so. major line industry, however, has 
the trend from 
independent, 
self supporting, 
taxpaying 
vate 
dependent, 
publicly financ- 
ed, tax-spending 
operation gone 
field trans- 
portation. 

More money 
has been spent 
the fixed 
transportation 
plant the 
United States the past years than was spent our 
whole railroad system 110 years. the investment 
United States railroads, more than per cent was 
the private funds private investors. But the money 


Cars of Revenue Freight Loaded—S2 Weeks 


MILLION CARS 


spent our new transportation plant the last score 
years, per cent came from taxes. 

And the trend continues the same direction, increas. 
ingly. Except for the highly specialized pipe lines which 
are more plant facilities than transportation agencies, 
private investment fixed transportation facilities all 
but standstill. Public investment, the other hand, 
booms. 

twenty years, approximately billion dollars de. 
rived from tax- 
ation have been 
spent roads 


Gross Capital Expenditures—Class I Railways 
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streets. 
Considerably 
more than 


another billion 
dollars have 
been spent 
way channels— 
more the past 
ten years than 
whole cen- 
tury before. Ap- 
proximately half 
billion dollars 
taxes have 
been spent airports and airways. Proposals seriously 
pressed upon Congress contemplate some undetermined 
huge sum—perhaps eight billion dollars—for master 
system super-highways, another 400 million dollars 
spent next year more inland waterways, another 
half billion for additional Federal airports, and on, 
apparently without end. 

the credit man, this means but one thing. The 
business transportation being shifted from the field 
private investment and private credit based upon 
ings, the field public investment and public credit 
based upon taxes levied upon the earnings all. 


High Investment: Low Turn-over 


This shift from self-supporting, tax-paying 
tation industry toward dependent, tax-spending 
goes long way explain some the unfavorable factors 
what might called composite “credit 
the American railroads. This one 
should made for the railroads whole, would 
show high investment plant, nearly billion dol 
lars, and slow “turn-over” that investment, with 
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annual gross revenue about billion dollars. 
would show, too, high rate bankruptcy among rail- 
here should mentioned that rail- 
roads have monopoly bankruptcy. 


For the first these conditions, the relatively large 
investment plant, the explanation found 
the fact that railroad investment represents not merely 
the vehicles which railroads use—cars and engines—but 
also the roadway over which these vehicles move. For 
most other forms commercial transport, the other 
hand, this latter part the investment, and usually the 
more important part, made out tax monies and sup- 
ported the public revenues. 


The second these conditions, the relatively slow 
turnover, caused the nature the railroad, with 
fixed plant geared mass transportation, handle 
eficiently large volume business. the type 
plant and operation which magnificently efficient when 
worked to, nearly to, its capacity, but 
costly keep and operate for mere dribble traffic. 


For the current prevalence bankruptcy, the third 
unfavorable fact the hypothetical credit statement 
the industry, many causes have been suggested and many 
remedies prescribed. 

Say some, the railroads failed keep with progress 
the art transportation—and yet during the fifteen 
twenty years that the railroads are supposed have 
been “asleep the switch,” they actually revolutionized 
freight transportation the United States. abol- 


ished the one-time bugbear business, recurrent general 
car shortage. They stepped the average speed 
freight movement nearly two-thirds, and added even 
more its dependability and adequacy. They cut down 
the operating cost producing the average ton-mile 
transportation service, even while wage rates, prices and 
taxes increased. The reduction their rates, measured 
the average revenue received for hauling ton 
freight mile, saving shippers billion and half 
dollars year, compared with what the cost would 
have been the 1921 average level. They added the 
speed, comfort and attractiveness passenger service, 
while reducing rates. And while doing all this, they 
improved their safety cut the accident rate only 
small fraction what was quarter century 
ago—a safety record that one the modern industrial 
marvels. 

Say others, railroads are run all right but they are 
over-burdened with capital structures, their ratio debt 
too high. Present capital structures some individual 
railroads obviously are more than they can support under 
present conditions. But the 25-year studies the Inter- 
state Commerce Commission have shown that the busi- 
ness whole has been conservatively capitalized, with 
less than billion dollars securities outstanding 
against total investment nearly billion dollars, 
and present-day valuation, determined the Com- 
mission, billions. The present ratio debt 
investment for the industry whole only 42.9 per 
cent. 


Photo Ewing Galloway 


Most any railway yard reminds the enormous investment required equipment all kinds 
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The even more important thing about these figures 
capitalization and debt ratio the trend the past 
thirty years. Thirty years ago railroads were pros- 
perous business general. 1910, total capitaliza- 
tion amounted $987 for each thousand dollars in- 
vestment. Now total capitalization amounts only 
$715 per thousand. years ago, when railroads 
were more prosperous, their funded debt amounted 
$606 for each thousand dollars investment. Today, 
amounts only $429 per thousand. Obviously, then, 
increasing burdens capitalization and debt are not the 
causes railroad difficulties, for capitalization and debt 
ratios are not increasing—they are decreasing. 

The real reason for railroad difficulties that railroads 
take too small revenue from too small volume 
that, large part, due the fact that 
railroads, still privately financed and privately operated, 
still self-supporting and tax-paying, are losing great 
proportion their potential other agencies 
transportation which, large extent, 
financed and tax-supported. 

Inland waterways—so-called 
built with tax funds such costs $350,000 mile for 
the New York State Barge Canal, $140,000 mile for 
the Ohio River, $198,000 mile for the Missouri River, 
$225,000 mile for the Upper Mississippi River, all 
miles being measured not any short line distance but 
the meandering rivers wind—are provided free 
charge for those large and important shippers who are 
position use them for volume traffic. 


Airports Provided Tax Money 


Airports, such the million dollar LaGuardia Air- 
port New York, are provided practically free charge 
for the use commercial air operators, while the Federal 
government provides and maintains, without charge, the 
lighted airways, the radio beams, the emergency landing 
fields, the special navigation services, which make their 
operation possible—and then pays more for flying the 
mail than the total revenues from air mail postage. 

highways, there dispute whether the 
commercial users pay their way not. Trucking com- 
panies say that they do—in fact, they say that they pay 
more than they should for the use the highways, while 
the ordinary automobilists, the home-owners, farmers and 
other general taxpayers.pay less than they should. The 
question one which can answered properly only 
careful study each state, taking into account not only 
what commercial highway trucks should pay for the use 
the highways but also what they should contribute 
the support the schools, public institutions, and gen- 
eral operations the government, comparable the 
taxes paid other lines business and property. Two 
and made such studies, 
and both came the conclusion that commercial trucks 
the highways, and especially the larger inter-city 
freighters, were paying but fraction what they should 
pay. The balance made other taxpayers. 

The competition transportation agencies strongly 
supported the public taxing power has had its obvious 
and inescapable effect upon railroad traffic, revenues and 
earnings, and hence upon railroad credit. But important 
this is, and itself, any consideration the 
general credit structure, the long-range effects this 
constant transfer resources from the tax-paying classi- 
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fication the tax-spending classification are even 
serious. 


Called Upon Support Competitor 


present, this matter narrowing the tax base upop 
which all the activities, services and protection gover. 
ment must rest, may seem matter concern 
the railroads alone. But straw which shows the 
way the wind blows, there the case the county 
West Virginia which objected vigorously the 
ment branch railroad because they needed the rail. 
road taxes meet the interest bonds issued build 
the parallel and competing highway. There the 
jection expressed some western states the proposal 
that the railroads turn back the Federal 
the remainder the lands granted aid railroad ex. 
tension. railroad hands, those lands have been paying 
taxes for these seventy years so. they back the 
government, somebody will have make those taxes, 
There the 
case the 
county commis- 
sioner 
burgh who, 
answer Criti- 
cism 
companies that 
the snow was 
removed 
promptly 
enough from 
the public airport, proposed save the public thousand 
dollars day letting the airlines which used the airport 
keep up. The railroads serving Pittsburgh, pointed 
out, removed the same snow from their own tracks with- 
out calling the county. 

Although this business government financing and 
wholly partly supporting business competition with 
its tax-paying citizens has been going longer, 
more widely accepted, and has been carried farther 
the transportation field than elsewhere, not unknown 
other lines business. There one not unimportant 
state the Union where private capital longer en- 
gages the general electric power business and where, 
incidentally, the problem replacing tax revenues lost 
thereby rising plague state and local governments. 


Freight Train Speed 
(Miles per Freight Train Hour) 


MILES PER HOUR 
75 100 


Per cent increase 1938 over 1920—612% 


The Broader Consideration 


The whole subject one that cries for consideration 
broad basis. Most the consideration which has 
received far from organizations business 
been from the point view individual local ad- 
vantage—how much more can get “the government” 
spend for us? Maybe they wanted get “cheap 
transportation,” so-called because the major part the 
true cost concealed the tax burden. Maybe they 
had further idea than have lot “government 
money” spent their vicinity, with the idea that judi- 
ciously extended tin cup could catch some the drip- 
pings, but any case the beautiful inconsistency cry- 
ing aloud with one breath for tax reduction and budget 
balancing general, and crying with the next for more 
tax-spending particular, seems have escaped their 
observation. 
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Interpreting Financial Statements 


Banker Gives His Views Credit 


Thomas Regan, Vice-President, The National Bank Commerce, 
New Orleans, La. 


financial statement the most important single 
source credit information available the banker 
today, and this would add that financial 
statement only good the one who prepares 
and signs and that all financial statements, whether 
prepared the borrower’s own bookkeeper the most 
important accounting firm America, are subject in- 
quiry, scrutiny and close inspection. 

offset, allow say that have not lost con- 
fidence the reports reputable C.P.A.’s, but have 
come realize that generally speaking, the scope their 
work limited the extent their engagement and 
that the accountant cannot presume trespass upon the 
territory not assigned him, cannot afford work for 
which has not been engaged and for which will 
not paid, and course, the accountant cannot violate 
the ethics his profession reporting direct the 
banker, who the final analysis the ultimate consumer 
the accountant’s product, without the consent his 
principal. Therefore, have sympathy with his problems, 
appreciate his professional restrictions, and for these rea- 
sons, always the alert for annual statements 
which are window-dressed the end the fiscal year 
impress credit granters and delude stockholders. 

Nevertheless, maintain that every 
ment—like murder—will out. 

think that intensive analysis and complete compari- 
son audited statement and the operating figures 
will enable the student credits detect flaws 
untrue statement which would not discernible the 
ordinary recipient financial report. 


Yearly Comparisons Valuable 

setting down periodic statements for comparison, 
common practice, today, especially larger banks, 
use analysis sheet, that the figures successive 
statements may more easily reviewed and studied and 
compared. The use such comparison forms has re- 
sulted two main divisions the assets and three main 
divisions the liabilities. 
Assets are divided between those assets that are 
judged current assets and those that are determined 
non-current assets. 

Liabilities are divided into current all 
liabilities due within year; deferred liabilities, all 
deposits, debentures and secured mortgage obligations 
due after twelve months; and, then, net worth, capital, 
surplus and undivided profits. 
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The current assets are—as general rule—made up— 
you know—of: 
Cash. 
Current accounts receivable customers. 
Current notes receivable and trade acceptances. 
Merchandise inventory—less proper depreciation for 
shopworn, dated and obsolete goods. 
Government bonds, and, sometimes, listed stocks and 
bonds and cash surrender value life insurance. 
The current liabilities are those obligations due and 
payable within one year statement date. 
They consist generally of: 
Notes payable banks and others. 
Accounts and notes payable for merchandise. 
Deposits officers and stockholders. 
Reserves for taxes and accruals. 
Mortgage bond instalments due within twelve 
months. 


Information the current assets not always 
sufficient. good auditor’s report would show cash 
hand and banks, giving the amounts banks cer- 
tified official the banks. Receivables should 
separated accounts receivable and notes receivable, 
current and past due. addition having statistics 
the age accounts receivable, also important 
ascertain there are 100 1,000 accounts, and have 
list the principal ones, determine, desir- 
able, the collectibility these receivables. 


Notes Receivable May Doubted 


Needless say that notes receivable taken for past 
due accounts and notes receivable that have been renewed 
have place current assets. Accountants who con- 
spire with the management this connection, order 
produce better current ratio, should subjected 
criticism. 

Bankers would like have inventories taken and 
computed, under the supervision least, public ac- 
countants, but the most may expect for the present 
that the accountant review the figures satisfy 
himself that inventory was taken cost market, which- 
ever was lower, and that dated and unsalable merchandise 
has been properly marked down. 

safe say that before the inauguration the 
Securities Exchange Commission and prior the expose 
certain corporations Bridgeport, Connecticut, 
New York City and Houston, Texas, few public ac- 
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countants checked both quantities and prices inventories. 
Some checked prices but did not check quantities, but the 
great majority accountants accepted the statements 
managements with respect inventory values and quali- 
fied their certificates accordingly. 

The certified public accountant’s investigation falls into 
three chief divisions: 

Confirmation quantities and ownership—includ- 

ing description goods quality and condition. 

Verification the bases pricing. 

Tests arithmetical accuracy. 

our observation that considerable progress has 
been made C.P.A.’s their checkings and confirmation 
inventory valuations, with less tendency rely wholly 
upon the certificates statements—oral written—of 
the managements businesses process being audited. 

The theory has long existed that good credit state- 
ment should produce $2.00 current assets for each 
$1.00 current liabilities. That is, the total the cur- 
rent assets should least twice the aggregate cur- 
rent liabilities. This credit theory that has been 
handed down and was probably based the feel- 
ing that company had twice much quickly real- 
izable assets had obligations maturing within twelve 
months, safe marginal spread existed, and that, there- 
fore, the creditors were well protected. 

This reasonable premise, just the so-called acid 
test which measures the liquidity statement adding 
cash current receivables and expecting the total equal 
current debts. This would leave the merchandise in- 
ventory the margin safety. 


Only Starting Points 

think that both the current ratio 2-to-1 and the 
acid test ratio 1-to-1 are good starting points con- 
nection with the interpretation financial statements, 
though, course, they not always give the correct 
answer, because the first place, the acid test ratio would 
not apply cash-and-carry business nor chain 
five-and-ten-cent stores that had accounts receivable. 
Neither would fair the borrower, and you would 
probably lose good loans, you insisted upon two- 
for-one ratio business having rapid turnovers 
receivables and inventory, such pertain produce mer- 
chants and dealers packing house products. 

Conversely, the 2-for-1 current ratio and the 1-to-1 acid 
test ratio may misleading connection with statement 
instalment business heavy machinery house 
where receivables the one instance and the inventory 
the other have slow turnovers. instalment furni- 
ture house, making many sales with down-payments 
and giving terms from twelve months two years, would 
have such inflation receivables occasioned both 
the high rate mark-up and the addition carrying 
charges make even three-to-one current ratio some- 
times unsatisfactory, and, course, such statement 
would easily show twice much cash and receivables 
all debts. 

The current ratio and the 1-to-1 acid test 
are good standards for judging the financial state- 
ment commercial borrower, but there are other factors 
that must considered. For instance, important 
measure the percentage capital that has been invested 
fixed assets. This the ratio fixed assets net 
worth. disproportionate investment capital fixed 
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assets will not only weaken the working capital 
company unencumbered, but will also create 
top-heavy debt position the plant should 
provide working funds. 

The desired proportions fixed assets net worth 
vary with different types business and with the amount 
capital employed. For instance, department store 
may have much 50% its net worth its build. 
ing, but wholesale grocer would not, the averages, 
have more than 25% his capital fixed assets. 
the same token, paper mill may have much 
80% its net worth plant investment, whereas dress 
manufacturers keep down their percentage. 


Fixed Assets Need Watching 


study composite figures the subject suggests the 
need for caution when comparatively small company 
invests two-thirds its tangible net worth 
assets and that larger corporations require close checking 
when their ratio fixed assets net worth ex- 
ceeds 

Fixed assets, you know, consist plant account, 
including land, building, machinery and equipment. Some- 
times plants are built leased land and always im- 
portant ascertain the amount land owned and the 
cost it. write-up real estate profit made 
from the sale promoters business the corpora- 
tion itself might easily inflate the net worth—either 
through issuance capital stock setting capital 
surplus—either which moves could prove quite de- 
ceptive the unwary credit man and investor. 

Other non-current assets would be: 

Past due receivables. 

Amounts due from officers and employees. 

Amounts due from subsidiary and related companies. 

Amounts invested subsidiary and affiliated companies. 

The fictitious intangible assets often consist of: 

Good will. 

Patents and formulas. 

Franchises. 

Prepaid expenses. 

Treasury stock. 

Liabilities are generally segregated follows: 

Current liabilities, which consist all debts due 
within one year—including instalment payments 
mortgage other deferred obligations. 

Deferred debt, consisting mortgage, debenture 
deposits stockholders due after twelve months. 

Deposits stockholders are sometimes listed the 
accountant deferred obligation, even though long- 
term subordinated note may not have been given the 
stockholder. 

have very strong feeling the subject deferred 
deposits, unsecured debentures and other instruments that 

are not definitely subordinated, and when analyzing state- 
ment, would suggest remembering that 
ordinated, such deposits and debentures are definite 
threat the position current trade and bank creditors. 


Check Contingent Liabilities 


Accountants should always show the amount con- 
tingent liabilities company, whether the 
liability the form accounts notes receivable 
discounted, liability letter credit guarantee the 
obligations other corporations. Moreover, assets that 
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are assigned pledged protect lia- 
direct well contingent 
should earmarked for the informa- 
tion and guidance creditors. 

quite customary for audited re- 
ports indicate which assets are 
pledged discounted, but rarely 
that assets expected set aside 
held trust for the protection letter 
the balance sheet. 

course, all statements are either 
much dependence must placed upon 
the integrity management and the 
plausibility the verbal information 
given the time statement 
mitted. desirable, however, that 
all statements sent mail, because 
then those issuing, signing sending 
statements would more particular supplying precise 
information. 

Audited statements should signed the auditor 
well official the debtor company. 

The auditor’s certificate should scrutinized, that 
you may determine the extent his work, decide 
for yourself whether there has been complete audit 
the books, audit the balance sheet, whether the 
figures represent mere transcript the books. 

opinion, statement prepared the sheets 
auditing firm and signed public accountant 
certified public accountant, which mere transcript 
the books, not only reflection upon one’s intelligence, 
but often misleading the uninitiated credit man who 
may not have had experience with such statements and 
may find them wanting many essential respects. 
opinion such statements would the same that 
the taxi driver who had spent year law school, 
and when asked for his reaction recent Jackson Day 
speech, said was “irrelevant, immaterial and irregard- 
less.” 

remember one such statement prepared certified 
public accountant which included current assets the 
notes receivable the president, secured stock the 
company. certain the auditor’s report what you 
expect be. After all, what good have 
ratio, with current liabilities not exceeding working 
capital, and total debts not more than times working 
capital, the assets protecting your loans are really not 
worth face value and they cannot realized upon 
the desired proportions. 


Look for Incongruities 


Quite recently, had amusing though serious ex- 
perience with small wholesaler who brought 
prepared C.P.A. and purporting its 
certificate audited report. had thought that 
this customer did all his business with our bank, but 
there were two items that called for explanation. Under 
heading cash, the auditor stated that certificates 
balance banks were had from the banks—indicating 
more than one bank. Then, the statement showed more 
bank loans than were due our bank statement date. 
When telephoned the auditor, who was most anxious 
explain the statement, volunteered more information 
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Courtesy Ontario Provincial Dept. Highways 


View Welland Canal Port Weller, which will seen way Toronto Credit Congress 


than had expected. The upshot was that 
found this customer have liabilities the trade and 
another bank that were not shown the so-called 
auditor’s report. 

This was simple case, but emphasizes the need for 
scrutiny and for taking nothing for granted—merely be- 
cause auditor signs the report. you look for flies, 
you will sometimes find them the ointment. 

Summarizing statement analysis, would suggest the 
following: 

the first place, endeavor make certain that the 
assets are worth their stated value and that all lia- 
bilities are shown. 

Second, strive have customers maintain satisfactor- 
ily current positions accordance with the accepted 
2-to-1 ratio—more less—depending upon the class 
business. 

Third. Try limit bank loans 100% net cur- 
rent assets, i.e., keep bank loans equal working capi- 
tal, which the net figure gotten deducting current 
liabilities from current assets. 

Fourth, watch out for the company the working 
capital which provided debentures funded 
debt, especially the total liabilities are more than 
times working capital. Corporations having funded 
debts, which the final analysis really means insuf- 
ficient stockholder money, are the ones that founder, 
because they have too many sails and anchor. 

Fifth. the alert for the statements those 
companies that show strong working capital position 
and acceptable current ratios—made possible the sale 
long-term, unsecured, unsubordinated obligations. 
quire the indenture requirements covering these 
debentures. Often, you will discover clauses that give 
these debentures equal rank with you liquidation, 
times stress—especially working capital has been 
reduced through losses. Moreover, these long-term 
notes—when not subordinated favor banking in- 
debtedness—can often prevent bank from obtaining 
collateral unless like security given the debenture- 
holder, and suits for receivership and recording 
judgments and liens often accelerate the maturity 
these notes the confusion and jeopardy the current 
creditors. 

Sixth. Endeavor protect 


(Cont. page 20) 
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Touring Toronto? 


Newspaper Writer Tells Places Interest 


Jeffers, Globe Mail, Toronto 


Canadians really believe that the credit men who come 

Toronto for the 45th annual Credit Congress 

the National Association Credit Men and the 

annual meeting the Canadian Credit Men’s Trust 

Association from May 19th May 23rd and others who 

visit Canada May will the vanguard the great- 
est tourist army Canada has yet entertained. 

Ontario girding her loins “do herself proud” 
that expectation and though the chief entertainment 
reliance the thousands lakes and rivers and 
islands, the great forests, the net-work excellent high- 
ways which make “the wilderness which Paradise 
more accessible than most “last frontier” 
lands patronized the holidayer, there are least some 
three million inhabitants this province who will 
glad opportunity help good thing along. 

Most Canadians are practical persons. feel 
have banquet beauty the combinations land and 
water and forest, high and low elevations, varied 
climates which geological forces through millions years 
have been preparing and which now lies spread for whom- 
soever will come and partake. There too much 
for our eleven million people and our cardinal ambition 
that the people the United States will come think 
our country did the late Lord Tweedsmuir, the 
Governor General whose life came such sudden end 
February, when recently set down his conviction 
“that Canada not only the natural playground North 
America, but the best playground the 


Canada Has Wide Offering 


Credit men, who are further from being ninnies than 
most sons Adam, will once see that this banquet 
not free, that costs some money least travel and 
that the desire Canadians have Americans visit their 
land hundreds thousands millions every year 
has its roots self-interest. They are used having 
pamphlets and descriptive literature from every vacation 
land Earth some time another come through 
the mails their doors and they know how find their 
way through the maze superlative adjectives the 
meat what each land has offer and what the 
will cost. 

quite true: our pleasure welcoming Ontario 
Americans who speak our language, have largely the same 
ideals personal liberty and the decent ways pur- 
sue happiness and who belong nation which for 100 
years has worked out friendship with peaceful and 
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workable solutions for problems which usually 
nations war other continents, not made any the 
less because profitable relationship. The 
keepers and their staffs, the tourist homes, those who rent 
cottages and bungalows and boats, the railway, steamship 
and air lines, the guides for hunting and fishing and 
canoeing parties, the boys and girls camps, the guests who 
want fellow guests make things hum, the caterers, the 
restaurants, the makers bread, the farmers with vege- 
tables and dairy produce and animals sell the mer- 
chants, the outfitters and hundreds others have special 
private reasons besides those friendship and the desire 
for congenial companionship hope Americans come and 
keep coming numbers. 


Trend Canada Grows 


not merely hope. know you will. You have 
been doing for decades and doing more and more, 
There are peaks and -valleys the movement but the 
long trend always up. put credit men who 
have not been Canada before, there anything phony 
ephemeral tourist movement which has mounted 
such extent that 4,212,816 cars were counted cross- 
ing our borders into Canada 1939 and returning after 
intervals lasting from few hours six months. 
that number 2,701,780 cars crossed into Ontario and 
the people those cars—many them returning year 
after year—surely two million Americans could not 
wrong. believe that there are millions satisfied 
customers who have tasted our waters and fish and veni- 
son and wild fowl, who have swum and sailed and paddled 
and golfed and rode and flown and played tennis and 
rested have skied and snow-shoed and skated and 
bogganed sterner season. 

were trifle worried, must admitted, when 
statistics showed that 90,000 less cars came across into 
Ontario 1939 than did 1938. That number may 
seem trifling among many but the falling off occurred 
September, October, November and December after 
Canada declared war Germany. believe that 
the type militant totalitarianism which for the time 
being has the people some great nations the throat— 
and the mind too—is menace the world large, 
peaceful life everywhere, business institutions, 
democratic institutions. But don’t want lose any 
our old friends over it. not think war should 
come between friends and not think this one will. 
are for all are worth but visitor might 
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travel thousands miles without having that 
fact brought forcibly his attention. 


Your Money Buys More 

When the credit men come their conven- 
tion they will find that their good United States 
money will accepted without question 
every part Toronto and Ontario and will 
buy $1.10 worth Canadian money any 
place until the Bank Canada desides 
change the rate exchange which has pre- 
served ever since the war began. They will 
find the usual formalities the border more 
onerous and difficult than other years; they 
will find the provincial traffic police ready 
assist them with information any other 
way within their power; and they will find 
both Dominion and provincial authorities de- 
termined make their weights felt any 
individuals who make unreasonable charges 
who otherwise fail their duties the nation’s 
guests.” 

course, Ontario people are justly proud 
frontage their province all the Great 
lakes except Michigan and the St. Lawrence 
river are the bordering states Michigan, Wisconsin, 
Illinois, Ohio, Pennsylvania and New York the South. 
are making beginning pioneering the attractions 
and the resources the lands our ocean coast line the 
North James Bay and Hudson Bay well. But for 
the most part what lies between these great lakes and 
the great bays which attracts tourists Ontario today. 
those who come North car the May conven- 
tion feel when South their entry Canada 
will cheered least one the seven great inter- 
national bridges which span the dividing waters between 
the two countries. Some will come the Roosevelt 
bridge Cornwall and then West Toronto, some will 
cross the Thousand Islands bridge Kingston, some 
the Peace bridge connecting Buffalo and Fort Erie 
the Lower Arch bridge between the two towns facing 
each other Niagara Falls the bridge connecting 
Lewiston, with Queenston, Ont., the Ambas- 
sador bridge Detroit-Windsor the Blue Water 
Highway bridge Port Huron-Sarnia. structures 
—the work both countries—speak language wel- 


come travelers both ways which there mistaking. 


What Will Guests See? 

What should the convention guests look for, when 
they get Toronto, their spare hours? The conven- 
tion the credit men will held the largest hotel 
the British Empire. Opposite the Union station 
which used two the great railroad systems the 
Earth: the privately owned Canadian Pacific Railway; 
and the Government-owned Canadian National Railway 
System. light will provided the Ontario 
Hydro-Electric System, which built and owned and op- 
erated amazing partnership province and muni- 
cipalities through Commission and which one the 
world’s largest public ownership power enterprises. The 
street railway excellent surface system with modern 
cars and buses, all owned and operated for the city 
Transportation commission. The water they use will 
come from far out Lake Ontario city system 
but they will talk Toronto friends with the corporate 
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Courtesy Toronto Tourists and Convention Assn. 


“Casa Loma,” French Chateau Transplanted Toronto, Ont. 


help the Bell Telephone Company. 

The city well-governed, the taxes and debt well 
within the power citizens handle. Bay and 
King and Yonge streets especially, well Univer- 
sity Avenue, visitors from the land tall buildings will 
find that, country comparatively small population, 
the chief Ontario cities are keeping the American 
standard. The Canadian Bank Commerce head office 
building, for instance, the tallest the British Em- 
pire and the Royal Bank office building nearby the next 
highest. The Toronto Stock Exchange not the largest 
but the claim that has the most modern and best 
equipped stock exchange the world and certainly over 
years sells the largest total mining shares. There 
are fine Parliament, University Hospital and other build- 
ings, and fine residences generously spaced many areas 
according the ideas generation not cramped for 
space. 

Two rivers, the Humber and the Don, flow through 
the city the lake, great ravines the North and East 
lend beauty and surprises motor trips. The harbor, 
partly natural and partly made, splendid one, 
dressed and ready for whatever ocean traffic well 
lake traffic may develop the St. Lawrence Waterways 
should some day become accomplished fact. Arching 
out from the water-front into the lake are series 
connected sandy islands carpeted green, laced la- 
goons and crowned tall trees. Between these and the 
city lies Toronto Bay. The islands make Summer re- 
sort, park and playground right the city’s door within 
minutes smoke factory chimneys and office desk 
and accessible ferries constantly running. Hundreds 
sails make the lake and bay beautiful holidays and 
lake vessels continually ply into and out the harbor. 


Excellent Fishing Offered 


May blossoming and leafing time Canada; June 
the great burgeoning month; July and August the su- 
preme months for mature beauty and holidaying lake 
and hill and stream; September month glorious and 
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restful serenity, October and November grand, zestful 
hunting months; December, January, February and 
March the hey-dey skating, skiing and Winter sports. 
April in-between month and May the grand entree 
Summer. Within three four hours’ drive To- 
ronto convention guests can get May exceptionally 
good fishing for lake trout and practically all food fishes 
but bass and muskallonge. 

The good roads radiate from Toronto every direction 
and literally there not one which does not lead many 
vacation and holidaying areas with special attractions 
their own. Suppose motorist makes trip North from 
Toronto 221 miles see the quintuplets Callander 
like four thousand every Summer day and smaller 
numbers during the Spring and Fall months. After 
miles will find himself lured right and left 
roads leading the many Summer resort areas the 
Kawartha Lakes, Lake Simcoe wide expanse, the 
chain lakes and rivers the famed Muskoka region, 
the Parry Sound district, the Magnetawan country, 
hundreds lakes like pearls between the 
30,000 islands and the bays and reaches Georgian 
Bay. book could written alone Manitoulin 
Island, the largest fresh-water island the world, 
the thousands lakes further North, the great mining 
country for hundreds miles North North Bay and 
the great timbered country running still further back for 
hundreds miles the James and Hudson Bays. 

Kingston Ottawa and there rays out 
similar bewildering variety choice, mention only 
the Thousand Islands the St. Lawrence, the quiet 
beauty the Rideau river, lakes and canal, the 300 miles 
stretch driving beside the Ottawa all its moods 
from majestic calm turbulence and fury. There are 
the byways well the highways, the quiet spots which 
bring the same lovers natural beauty year year 
well those with the more garish appeal. 


Toronto Indian Lore 


may interest convention visitors know that To- 
ronto was continental fame gathering place for 
wandering Indian tribes for least 1,000 years before 
Christopher Columbus discovered America. They came 
foot and canoe from many different directions 
today’s visitors come and because nature has fixed the 
Great Lakes where they are and sculptured Ontario its 
present lines, they had come routes not very dif- 
ferent from those followed the main trunk roads today. 
Then two centuries ago English and Dutch traders from 
what were then the New England colonies came 
compete with bearded swordsmen and coureur des bois 
the French King for the valuable fur trade. This land 
Ontario was thickly covered with forests right the 
edge the Lake and the Indians were plentiful here 
they were wherever game and fish were abundant. 
meant lot get their friendship but the taking 
Quebec eventually weighted the scales favor the 
New Englanders. The same lakes and wild life and part 
the forests now the tourists. 

From the United States came many settlers eventually 
well officials from England. The American Revo- 
lution sent many thousands pioneers who had already 
carved out homes the Eastern half the United States 
but who started again because they preferred the old flag. 
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They did not break entirely with their old friends 
relatives left behind and the commercial and friendly 
lations have grown more intimate through the 
Being the same kind people much the same success 
agriculture and industry has come here there. 


Big Provincial Park 


There are three provincial parks, Rondeau Lak 
Erie, much patronized Americans but with only 
eral square miles forest and game preserve; 
with 2,740 square miles lake, river and forest 
traordinary diversity and attractiveness; and Quetico 
1,500 square miles dotted with lakes and crossed with 
many streams easy access Minnesota and 
and Illinois people. Then there are vast forest reserve 
such the Timagami, the Mississauga and the Nipigon 
and they are continuous challenge the vigorous 
adventurous. 

The game fish are salmon, muskallonge, trout, sturgeon, 
pike, pickerel, white fish and bass mainly, while the 
ers seek either wild fowl like ducks and wild geese and 
partridge and pheasants bigger game like moose, deer, 
bear and wolves. The trappers after beaver, 
rats, mink, otter, foxes, rabbits, lynx and many other fur. 
bearing animals. 

study the industries and resources can best 
started the Canadian National Exhibition which meets 
for two weeks every year when August and September 
meet. international its scope and has the world’s 
record for continuous success and growth. 
urban area (Greater Toronto) nearly one million 
people, province 3,750,000 people occupying 365, 
000 square miles. has background ten times that 
area Canada whole and million people, with 
most male adults and many women trying turn those 
resources into products worth buying and selling and some 
them worthy exhibition. 

sum up, those who come here will always wel- 
come. They will find irksome wartime restrictions 
which will affect their income their comfort. 
Ontario there local sales tax, meals tax and 
amusements tax. The Imperial gallon one fifth 
larger than the American gallon, fact remember when 
paying for gasoline. 


Millions from Tourists 


The tourist business brings different years from 
$200 $300 millions Canada and nearly two thirds 
comes Ontario. Motorists alone last year spent 
$174 millions Canada, was estimated and $108 mil- 
lions that Ontario. Canadians spend more 
portion their population the United States but 
totals there good balance Canada’s favor. The 
United States money left here spent back the United 
States, stimulating business there and all transactions 
between the two countries the favorable balance the 
side the United States. will always big buyers 
the United States and our growing tourist trade will 
make that more than ever so. The hundreds United 
States branch factories this province add yearly 
their number. has been profitable business and 
has been the investments mining stocks tens mil- 
lions dollars dividends Southward bound have proved 
the last two decades. 
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Easier Credit Boost Profits? 


Analysis Oft Proposed Plan Credit 


Edwin Zilmer, Credit Manager, Hinson Mfg. Co., Waterloo, 


credit man recently inquired whether extra profit 
might not made credit men would take more 

chances the granting credit. stated there 

are manufacturers many fields who very good 
business selling firms whose credit 
not the best, and whom many other manufacturers 
will not sell. 

Since this doubt would interest the credit 
fraternity, might not amiss examine the matter 
the light experience. any are passing 
something good, will our advantage some- 
thing about it. 

Now what credit? Webster says: “to believe; trust, 
have confidence in; the time allowed for the payment 
goods; financial standing.” Would not follow, 
therefore, that credit would tendency 
the part the credit man believe not quite im- 
trust not quite far; not have quite the confi- 
dence in, and allow little more time for payment 
the bill? will assume this so. 

truism that selling credit always “taking 
The chance may great may small, 
but still “chance.” Furthermore, profit has 
been made sale until the money the bank. The 
difference between credit and “easier credit” therefore 
merely the degree chance one wishes take. And 
the degree chance credit men take what distin- 
guishes between those who are strict and those who are 
lenient. 


Are Too Strict 


all admit difficult for any credit man 
determine definitely whether too strict too le- 
nient. too strict, hears from the sales depart- 
ment; not strict enough, hears from the 
management. (Usually hears plenty 
However, there should some way for each 
determine whether should more strict more 
lenient. 

One fact which every credit man will admit that 
there are many “border-line” cases which very 
dificult decide take chance this one, 
shall turn down?” one consistently rejects this 
kind business, would reasonable assume that 
one too strict. one consistently accepts this kind 
business, one might inclined think being 
too lenient. But the difficult part decide just where 
draw the line—which order make and 
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which ship open account. The credit man who can 
always solve that problem correctly could expect have 
his salary doubled. 

business which has been operating number 
years the previous percentage bad accounts will 
criterion the degree only which the decisions 
the credit man measure what might call stand- 
ard—that is, not too strict; not too lenient. course, 
that percentage may give general idea, but will 
biased the degree that the credit man leans from 
standard. Furthermore, the class trade which the 
firm sells has lot bearing what the credit losses 
normally should be. For instance, our firm sells large 
proportion its output several the leading car 
manufacturers. Our bad debt ratio total sales should 
therefore rightfully considerably less than that 
another manufacturer who may make the same products 
but may selling them other outlets. 


Record Business Turned Down 


Since not possible for give the experience 
other firms, will have limit myself those 
the firm which credit manager. The letter “I” 
may therefore used somewhat—of necessity and not 
design. 

has been policy keep record the amount 
business turned down, well record the amount 
bad debts. reason for this because seems 
that relatively high percentage business declined 
with relatively low percentage bad debts would 
the face brand too strict; whereas 
tively low percentage business turned down and 
relatively high percentage bad debts would lead 
believe had accepted too many 
orders, had been lax collection methods. More 
balance between orders turned down and bad debts 
would ideal. few possible orders declined and 
comparatively small bad debts should our aim all 
times. 

Now for few statistics, but not enough tire- 
some: 1939 our business was about 50% from the 
automobile manufacturers referred to, so, although there 
always some risk, will eliminate this factory busi- 
ness from our calculations order get theoretical 
basis from which work. Orders turned down amounted 
about $8.00 per $1000 business accepted. Bad ac- 
counts amounted about $1.82 per $1000 business 
accepted. However, that does not tell the whole story 
about the slow-pays. 
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For instance, during the year was necessary follow 
almost 1000 accounts which became past due. (This 
figure may include some which had past due balances 
several times during year.) used systematic fol- 
low-up, every ten days until paid, until ten letters 
had been written, after which the accounts went 
collection agency for handling. Form letters were the 
medium used, inasmuch they can refined and re- 
vised the point where they not hurt the feelings 
customer (not very often anyway), whereas that 
many personally dictated letters might include number 
conveying sarcasm otherwise poorly composed. 


34.4% First Letter 

These approximately 1000 letters, number one, the 
beginning the collection follow-up, collected 34.4% 
the number accounts which collection follow-up 
first became necessary. second letter, therefore, 
was necessary for only few over 600 accounts. Letter 
number two brought 33.0% those, that letter 
number three was sent only few over 400. Letter 
number three brought 35.3% the accounts then unpaid, 
and on, until after final letter (number ten) there 
were only accounts, about the col- 
lection agency. course, settlements were received, 
full part, from some the 25. 

The statistics just recited were merely for the purpose 
giving picture the procedure followed, and lead 
the proof that easy credit does not bring additional 
profit matter course. The same follow-up was 
used previous years, although the revising and refining 
the form letters goes constantly. Yet two years 
during the depression, was decided would little 
more “liberal” regards credit, try increase our 
business and incidentally our profits. 

During those two years, while business was less than 
either before since, “took chance” more 
the border-line accounts, although tried not 
beyond reason. consequence was that our bad ac- 
counts mounted average $6.47 per $1000 net 
sales, compared with the $1.82 previously mentioned. 
That just trifle more than times the average for 
ten years, with those two years excluded. Therefore, 
might considered indicative what more loose 
credit will do. However, since the sales were less dur- 
ing those two years, will little more liberal and 
use 300% the basis comparison. 


The Arithmetic the Problem 


have starting point let concede that 
manufacturing profit net sales fair return. Let 
also concede that credit loss net sales 
would reasonable. net sales $1,000,000, there- 
fore, would have manufacturing profit $50,000 
subject bad debts $10,000, net profit 
$40,000. Suppose, then, being trifle more liberal 
accepting orders could run our net sales 15% 
$1,150,000. Concede that this would theoretically 
raise our percent profit (which somewhat 
doubtful). The gross profit would then $69,000 
while the bad debts, increasing three times normal 
1%, would amount $34,500. This would reduce 
our profit $34,500. Furthermore, considering the 
fact that the bad debt losses the original $1,000 
sales would remain 1%, would increase the per- 
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centage bad debts the $150,000 
our selling prices not give any such markup 
you can see why don’t consider extending credi 
where figure might lost one-sixth the 
bad debts. 

addition, the entire $150,000 increase 
would the slow-pay class, that 
logical assume borrowing would have 
for the entire increase. Suppose the money 
rowed for days (and all these slow-pays would yp. 
questionably take least days pay), the 
interest would amount $1000, thus reducing the 
profit $33,500. Also 15% increase business, 
from slow-pay firms, would almost certainly make 
necessary the hiring more help for the credit depart. 
ment which now geared maximum 10% the 
accounts running past due. That would reduce the po. 
tential profit still further. 


What Makes 

Now come further important point. What 
makes firms slow-pay? There are many 
many there are accounts. However, there are 
eral standard reasons—such over-buying, with 
sequent oversize inventory; laxness collecting, with 
consequent oversize accounts receivable; expenses not 
proper relation sales, with consequent draining 
liquid capital; selling too low margin; doing too 
much business for the amount capital invested. All 
these are very serious for the operator the business, 
although may the last one admit even 
know it. 

Here the statement man who started bus- 
ness enthusiastically with $5000 cash, part which may 
have been borrowed. spite this his statement will 
read thus: 


Cash $1000.00 
Merchandise 2000.00 
Building 2000.00 


This man’s theory credit makes more volume, 
and consequently more profit.” For short time will 
well. will pay his bills promptly, taking the 
discount, and will have trouble getting merchandise. 
Some his customers, however, cannot pay him 
days, lets the accounts run—60, 90, 120 days. 
little later here his statement: 


Cash Payable $3001.38 
Accounts Rec. 5000.00 Accounts Pay. 3000.37 
Merchandise 3000.00 5000.00 
Building 2000.00 
Notes Rec. 1000.00 


all know that some desperate measures are going 
going pull through. The chances are when 
looks through his store and sees the large amount 
merchandise hand, and considers the accounts due 
him, good,” course, thinks has done pretty 
well. would the most surprised man someone 
told him his business was great danger collapse. 
thinks just had more capital would 
pretty good shape. 

The real trouble, know, that has not kept 
things proper relationship. has not collected his 
accounts should, and has therefore been unable 
pay his bills ought to. And the strange part 
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Courtesy Toronto Tourists and Convention Bureau Association 


The Parliament Buildings, Toronto, Ontario 


whoever approves order for shipment 
contributing his downfall. Selling him another order 
goods make little extra profit” just isn’t going 
work out, because, unless one out thousand, 
going collapse very short time, thinking 
just had been able get little more capital, 
could have through; whereas selling him more 
merchandise would merely have pyramided his accounts 
receivable, his merchandise, and his debts, leaving the re- 
lationship between his figures and what they ought 
still further out joint. 

Now, down the street several blocks there cus- 
tomer who also buying us. watches his collec- 
tions; orders only merchandise that feels will sell 
promptly, and only sufficient quantity meet rea- 
sonable demand. has reasonable markup, believing 
that reasonable return for his efforts proper. Would 
keeping faith with this good customer sold 
his competitor the street, hoping that the increased 
sales could make wee bit more profit? doubt it. 
trate the good customer from whom can expect 
reasonable amount business paid for when 
due, and then everything can help this good 
build even better business. that 
over period time, will sell more our 
goods than help the poor business man ruin the 
business the good one. Much the “price-cutting” 
done those who find themselves tough spot, 
unable buy from their regular sources. they sell 
out quantity their overstock cut price get 
the money pay someone who threatening sue 
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them collect last year’s bill goods. 

Regardless who fails, owes someone. And the 
credit man, who, merely order increase business 
and potential profit, contributes the unbalanced con- 
dition his customers, doing more dis-service 
than would turning down order for firm 
which longer entitled credit. Rather help build 
the good customers. Write them that you appreciate 
how prompt they have always been; invite them com- 
plain they really have something complain about; 
convince them that you actually enjoy doing business 
with them; make them feel pleasure and honor 
have them your list accounts. That will bring 
you more business, well feeling doing some- 
thing constructive yourself, and will make fun 
credit man. Anyone can sell “easy credits”; takes 
good man sell “reasonable credits.” that good 
man—but turn down only those orders for which 
appears there just reason. 

Get the Sales Department your side. you find 
tough one, marshal the facts, deploy them before the 
sales manager, and say, here are the facts; 
what you recommend? When helps you turn down 
order, you know should turned down. 
thinks should accepted, “take chance” (but 
sure put mark the ledger you will remember 
why you took it). Then the end the year, give 
him the figures show what the orders turned down 
amounted to, well the figures showing the total 
and the percentage bad accounts. Gentlemen, really 
works. makes much better credit man out both 
you. 


Tkup, 
Orted 
even 
wil 
the 
ing 
due 
tty 
one 
ept 
. 
his 


Impact Taxes Credit 


How Social Levies Especially Affect Working Capital 


Charles Weisberg, Credit Manager, 
Henry Rosenzweig Co., Inc., New York City 


Credit defined the ability secure goods, wares, 
services, etc., the ability pay for them some 
future date. seller merchandise does not extend 
credit but sells his wares the basis buyer’s 
credit strength. bank, which deals primarily 
credits, does not give credit. When discounts de- 
positor’s note without collateral, exchanges its credit 
temporarily for that the borrower. either event, 
the credit strength buyer 
borrower. capacity redeem 
such obligations depends the 
amount and quality current assets 
excess current liabilities. 
credit backed wealth. 

Wealth reproduced through trad- 
ing. Back trading inventory 
turnovers. Merchandise purchased, 
processed and resold. Resale prices 
are set amounts which not only 
cover costs purchases, payrolls and 
general overhead expenses but addi- 
tional amount yield profit. Final 
results expand contract capital 
surplus. Credit strengthened 
weakened relation net working 
capital increases decreases. Credit 
expands proportion net work- 
ing capital expansion. the other 
hand, credit contracts when net work- 
ing capital decreased. 

Increases are not only reflected 
capital surplus gains but they are 
also reflected improved net working 
capital. These conditions will follow provided there are 
not any excessive conversions from current assets plant 
other assets. Conversely, decreases capital surplus 
accounts are reflected reduced net working capital. 


Various Influences Credit 


During the normal course business various influ- 
ences are work which affect credit. general, they 
may economic conditions, internal external condi- 
tions, style and utility changes, etc. trades 
industries may affected thereby. Net working capital 
may reduced because poor operating results, mer- 
chandise obsolescence, heavy fixed overhead expenses, 
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etc. Furthermore, fixed assets which formerly would 
considered line become excessive, due reduced 
ume either units prices, both. consequence, 
failures will occur. 

Thus, business beset numerous 
cient management able overcome them and adjust 
itself new and changing conditions. power 
accomplish this depends largely upon adequate reserves, 
One outstanding factor which affects all firms, well 
managed and poorly managed ones 
alike, taxes. 

Taxes are current obligations and 
change net working capital corres- 
ponding amounts. Net working capi- 
tal reduced the amount such 
taxes. The resultant effect may lead 
straining the remaining net 
working capital reserves for future 
safety are diminished. further 
consequence, many firms trades 
industries may become hazardous 
risks, especially during periods 
stress. poorly managed ones, taxes 
may tend hasten their liquidation 
either voluntarily involuntarily. 
Taxes thus affect credit through their 
impact upon net working capital. 


How Taxes Affect Credit 


this article, concrete examples 
will given the impact income 
and unemployment and Federal Old 
Age pension taxes upon credit. 
will shown how the effect these 
taxes net working capital major some situations 
and minor others, depending upon the nature the 
taxes and the rate taxes. 

Income taxes, its name implies, direct levy 
upon net income. Net income, previously explained, 
not only reflected increased capital surplus but 
also reflected improved working capital expansion 
fixed other assets. the event these profits are 
represented disproportionately fixed assets other 
than current ones, such increases impair net working 
These unbalanced conditions tend weaken 
good credit risks. The effect income taxes inten- 
sifying this trend serious only when the tax heavy 
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proportion net working capital 
even though the rate this tax not 
considered excessive. 

illustrate specifically, the case 
Blank Manufacturing Corporation 
This company engaged one 
the heavy industries. Its financial 
condition excellent. its total 
capital and surplus approximately $1,- 
machinery and fixtures, etc. 
Net profits amount $100,000, 
equivalent per cent net sales 

$5,000,000. further assumed that 
income taxes amount $16,500 
per cent net income. 
dends $30,000 are declared. 
addition, plant facilities are increased 
$20,000. Total cash disbursements 
for taxes, dividends and plant expan- 
sion thus amount $66,500, leaving 
net increase working capital 
$33,500. 

This company may continue this manner for some 
years under similar rate taxation. Its volume and 
facilities may progressively increase. Additional reserves 
will accumulated. there should recession 
followed reduced demand, manufacturing equipment 
may become unbalanced. However, the company will 
able withstand these reverses drawing the 
accumulated reserves which has the form net 
working capital. Its credit strength will not endan- 
gered. 

Such income tax rate the foreging is, therefore, 
not considered serious burden. This company could 
conveniently pay income tax rate 16% per cent 
without endangering its net working capital. While 
the foregoing case hypothetical shows that what 
true this instance also true numerous concerns 
many trades industries. 

Complications will arise, however, plant expansions, 
diversion funds abnormal dividends are excessive. 
Its reserves cannot built withstand later shocks 
caused economic other conditions. Thus, the rate 
per cent income taxes cannot considered 
factor reversing its credit standing. 


How Profits Tax Works 


Difficulties are encountered, however, when income 
tax rates mount high the case the undistributed 
profits tax which was force during 1936. that 
year, number chain stores the ready-to-wear field 
enjoyed excellent business. Profits were quite substan- 
result, management was enthusiastic. Expan- 
sion set in. 

Additional units were opened which involved installa- 
tion new fixtures. Old units were renovated. 
increases fixtures and alterations were not excessive. 
They were not financed cash contributions the 
form additional capital but from current accounts 
which had been built result business. 
Conversions from current fixed assets reduced net 
working capital. result, some profits were reflected 
expanded fixed assets. additional incident 
out, fixed expenses were increased larger 
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rentals, supervision, selling costs, etc. 

Because the high rate profits not distributed, 
seemed advisable pay considerably larger dividends 
stockholders than had been paid previous years. The 
result was cut down seriously the usual additions 
working capital time when expansion fixtures, 
etc., was calling for more capital investment. After the 
second quarter 1937, sales slackened considerably and 
prices declined. These companies experienced what 
many other. concerns experienced under similar circum- 
stances, the embarrassing shrinkage net working capi- 
tal, bringing failure many companies during the latter 
half 1937 and early 1938. 

these instances, high taxation was unquestionably 
heavy contributing factor towards reducing the net 
working capital which fortifies concerns meeting ad- 
versity. 


Social Security Taxes 


Social security and unemployment taxes are added. 
burdens. These taxes are levied every payroll 
whether productive non-productive—factory payrolls, 
factory overhead, selling and administrative. 
present time the rate per cent for unemployment 
insurance and per cent for Federal Old Age pensions, 

Some industries are able absorb these taxes. Other 
industries are able pass them part their costs. 
The ability absorb these taxes depends upon two 
factors: nature the industry and margin net profits. 

Trades industries may generally classified 
heavy manufacturing, light manufacturing and distribut- 
ing. Heavy manufacturing trades industries are those 
which have substantial portion their total capital 
invested manufacturing machinery and equipment. 
Overhead expenses arising from depreciation and obso- 
lescence may amount large part total costs. Labor, 
the other hand, will smaller part total costs 
the products manufactured will mostly machine 
made. 

many these industries, labor costs may range 
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from few per cent about per cent, slightly 
more, net selling prices. Under these circumstances, 
the per cent additional burden labor relatively 
unimportant. Furthermore, there may economies 
other directions which will more offset this slight 
increase and these imposts may absorbed without 
serious effects. 

Light manufacturing trades industries are those 
which plant and equipment constitute only small pro- 
portion total capital. General manufacturing over- 
head expenses are small percentage total costs. La- 
bor costs, the other hand, are higher percentages. 
The extent labor costs relation other costs 
depends the kind goods manufactured and skill 
required. 

many trades industries, average labor costs may 
range from per cent per cent selling prices 
and some instances, higher. light manufacturing 
trades industries, therefore, social security and unem- 
ployment taxes are added costs and included selling 
prices. Indeed, they should be. 

Distributors may divided into wholesalers, jobbers 
and retailers. The only payrolls involved are selling and 
administrative. The ratios these payrolls net sales 
depend upon the kind distribution. Department 
stores, for example, are known have payrolls often 
reaching per cent per cent net 
rolls are thus increased per cent 1.12 per cent 
through social security and unemployment taxes. Whole- 
salers’ and jobbers’ payrolls may range from per cent 
per cent net sales, thus adding per cent 
per cent regular payrolls. 

Where net profits are liberal, absorption these taxes 
may have little effect even though they may amount 
per cent, more, selling prices. Furthermore, there are 
possibilities economies offset these increases. 

the other hand, highly competitive industries 
trades may seriously affected. result intense 
competition, net profits may average from fraction 
per cent slightly excess one per cent. this 
connection, should remembered that taxes non- 
productive labor such selling and administrative pay- 
rolls increase business costs. profit margins are 
thus necessary overcome such increases. many 
the garment trades, for example, has been found that 
net profits averaged from per cent about per cent. 
Thus, when average labor costs amount per cent 
more, social security taxes increase payrolls more 
than 1.2 per cent when compared net sales. will 
realized that final net profits are slim. 

many lines distribution such ready-to-wear 
and department stores, average net profits for the year 
1938 were meagre. Average net profits for department 
stores amounted per cent. Final compensation the 
form net operating results not very encouraging 
when compared with unemployment and social security 
taxes, stated before per cent 1.12 per cent. 


Not Based Upon Profits 


Social security and unemployment taxes are levied 
payrolls whether operations are profitable not. 
consequence, these additions labor and overhead pay- 
rolls may turn slight profit into loss. Labor costs, 
selling and other overhead payrolls are increased 
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these taxes. These added burdens increase 
ing costs, selling and administrative expenses, 
insufficient gross profit margins well 
overhead expense rates. Working capital thereby 
duced through the inability earn sufficient yield 
cover these added burdens. these instances, 
concerns may pushed into liquidation, either 
tarily involuntarily. 

Inventory turnovers are the bases for increasing 
Gainful trading increases wealth. wealth 
does credit. follows, then, that the stronger 
credit base the larger will the inventory 
Volume will increase proportion net working 
increases. net working capital intimately 
with inventory turnovers. 

view the foregoing, desirable that mas 
credit strength trades industries constantly 
proved and increased. this respect, taxes are 


factor reaching this goal for they can either 


mine strengthen credit. Unless strong credit 
maintained may lead hesitancy 
selling goods credit basis and interfere with 
normal flow inventories from sources outlets. 


Interpreting Financial 
Statement Figures 


(Cont. from page 11) your potential commer 
cial loans from outside buyers your customers’ 
particularly commercial paper houses that act 
termediary furnishing your customers with credit 
lower rates than you are able willing name. 
brokers expect bankers provide unused lines credit 
act umbrella over these open-market 
Likewise, these brokers wish the banks act credit 
agencies providing paper buyers with information 
the line credit and general desirability 
the paper sold competition with the very bank 
that are such great need good commercial loans. 
Seventh and last. Demand surplus reconcilements 

and detailed profit and statements. Someone 
said, and think wisely, that the profit and loss state 
ment gives all the correct answers the balance 
and the year’s operations well. have often 
found this so. The comparison sales receivables 
depicts pretty well the collectibility receivables. The 
sales merchandise ratio will show turn-over 
merchandise inventories. The worth debt ratio 
answer the question the likelihood top-heavy 
debt position, and whether not the stockholders have 
contributed the proper amount money 
creditors carrying the assets the borrower. The 
percentage gross profit the percentage 
and the percentage net profits sales when 
pared with previous statements the same 
and when compared with statements other 
panies similarly engaged, will answer the enigma 
many credit problems and will say “yes” 
automatically the music machine responds 
dropping coin. 
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Industry Group Programs 


Many Interesting Discussions Slated for Toronto Congress 


this issue and Financial Management” 
goes press, all the industry group programs are 
virtually completed. Outstanding speakers have been 
selected discuss topics which are vital interest 
members individual industries their day day 
work. has been the aim all chairmen and their 
committees develop programs relating problems 
peculiar their own industries, and their hope that 
you will return home from Toronto not only with pleas- 
ant memories the general Credit Congress but also 
with many new ideas and suggestions which will 
help you your specific business problems. 

Meetings are scheduled for approximately thirty major 
industries. Considering, however, that many allied lines 
have been grouped together single meetings, the spread 
much greater. the hope that least one meeting 
will progress Tuesday and Wednesday after- 
noons, May and 22, which will interest every 
Credit Congress registrant. meeting has not been 
scheduled for your specific industry, check over the list 
and plan attend any one more the meetings 
which appear most interest you. You will 
most welcome all them. 


Following are the various programs scheduled: 


Advertising Media 


Chairman: Pugsley, Cleveland Press, Cleveland 
Ohio. 

Vice-Chairmen: Gill, World Publishing 
Omaha, Nebr.; Moore, Atlanta Journal, At- 
lanta, Ga.; Prentice, Toronto Globe Mail, 
Toronto, Ont. 

Secretary: Allen Selby, Chicago Daily News, Chi- 
cago, 


Treasurer: Jack Campbell, Toronto Star, Toronto, 
Ont. 


Chairman Pugsley has arranged program covering 
practically every important phase credit granting 
the advertising field, including Lawyer Looks Col- 
Gordon Binkley, Binkley and Harris, Solic- 
itors, Toronto, Ont.; “Recent Legislation Affecting Ad- 
vertising Media Credits,” Allen Selby, Chicago Daily 
News, Chicago, “Terms Walter 
Burson, Pittsburgh Post-Gazette, 
“Transient Credits and Collections,” Albert Imsande, 
Cincinnati Enquirer, Cincinnati, Ohio; “Credits and Ad- 
Judges, Classified Advertising Manager, 
The Toronto Evening Telegram, Toronto, “Should 
Cash Discounts Abolished? Yes,” Robert Gratzer, 
Courier-Journal-Times, Louisville, Ky.; “Should Cash 
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Discounts No,” Robert Holman, 
land Press, Cleveland, Ohio; Bad Debt 
Loss Survey,” Floyd Egner, Cleveland Plain Dealer, 
Cleveland, Ohio and “Open Forum and Answers 
Question Box Queries,” Discussion Leader, 
rasnik, Chicago Daily Times, Chicago, 

industry luncheon scheduled for Wednesday noon, 


Automotive Petroleum Supply Wholesalers 


Chairman: Fields, Central Rubber Supply Co,, 
Indianapolis, Ind. 

Vice-Chairmen: Merritt, Goodyear Tire Rub- 
Reinhard Bros. Co., Minneapolis, Minn. 

Committee: Miss Anne Curran, Sidney Roby Co,, 
Rochester, Y.; Irving Rice, Colyear Motor 
Sales Co., San Francisco, Calif. 

Formal presentations have been scheduled 
ber important topics addition forum discussions 
which everyone attendance will invited take 
part. “The Credit Man and His Work,” 
gart, The Brantford Coach and Body Co., Ltd., Brant- 
ford, Ont.; Open Forum (a) “Where Get Credit 
Information,” (b) “Are Financial Statements Impera- 
tive Basis for Credit Approval,” round table dis- 
cussion) led Merritt, Goodyear Tire Rubber 
Co., Ltd., New Toronto, Ont.; “Your Credit Associa- 
You Can Expect from and Vice Versa,” 
Johnson, Executive Vice President, The Adjust- 
ment Bureau the Portland Association Credit Men, 
Portland, Ore.; “Why Our Representatives’ 
Are Longer Called was Credit 
Man,” McLaughlin, Indian Refining Co., Indian- 
apolis, Ind.; “Constructive Credit Department Assist- 
ance Customers,” Gordon Armstrong, Sec.-Treas., 
The Goodrich Co. Canada, Ltd., Toronto, Ont.; 
“Special Credit Department Forum 
led Swenson, Reinhard Bros. Co., Minneapolis, 
Minn.; “Should the Territory Representative Accom- 
pany the Credit Man Collection Calls” “Getting the 
Money and Making Them Like symposium 
the various methods used members—display form 
letters, telegrams, whatever are considered their “Ace 
the Hole”; Interchange Credit Ex- 
perience,” Roy Colliton, Director, Credit Interchange 
Bureau Department, M., St. Louis, Mo. 


Bankers 
Chairman: Milton Drake, Detroit Bank, Detroit. 
Vice-Chairman: Douglas Hanlan, Canadian Acceptance 
Corp., Toronto, Ont.; Geo. Dpggan, Continental- 
Illinois Nat’l Bank Trust Co., Chicago. 
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about automatic 


vendor for shoes?... 


Pity American foot bought shoes that 
way. Good fit and good wear depend last and 
leather and workmanship. machine can mea- 
sure that the satisfaction each customer. 
The retail shoedealer buyer, guide and counsellor 
footwear, and automatic dispenser can sub- 
stitute for his experienced salesmanship. Nor can 
insurance safely bought the self-service way. 


why the experienced retail shoe dealer does 
not just say, worth insurance, 
Because realizes the necessary part played 
on-the-spot service modern distribution, 
asks for and gets the advice and full services 
capable purchasing agent the complex 
insurance field, like himself expert middle- 
man. worries about uncovered risks that 
might wreck business. 


Because believe thoroughly the services 
expert middleman, whether retail shoe 
dealer, insurance agent broker, refuse 
accept business direct because not the in- 
terest the Company the assured so. 
When you buy National Surety Fidelity Bonds, 
Surety Bonds, Burglary Forgery Insurance 
through your local insurance agent broker, 


your money. Out comes you deal with customer and friend who 


fellow member and supporter the American 


Self-service plus— everything 
guaranteed, but comfort and insurance company directed the retail shoe 
dealer your city. 


satisfaction. 


NATIONAL SURETY CORPORATION 


VINCENT CULLEN, President 
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Committee: Rothweiler, Mississippi Valley Trust 
Co., St. Louis, Mo.; Watson, Bank 
America, Los Angeles, Calif.; Withington, 
Philadelphia National Bank, Philadelphia, Pa. 

The meeting the bankers cooperation with the 
Robert Morris Associates always outstanding fea- 
ture the Credit Congress. this issue “Credit 
and Financial Management” goes press, their pro- 
gram tentative stage but Chairman Drake 
advises that some extremely interesting subjects are being 
scheduled and assures that the program this year will 
equal the high standards set the past for informative 
and thought provoking discussion. 


Brewers, Distillers Wholesale Liquor 


Chairman: Davis, Bohemian Distributing Co., Los 
Angeles, Calif. 

Vice-Chairman: Talbot, Frankfort Distilleries, 
Inc., Louisville, Ky. 

Chairman Davis’ program will include talk 
Talbot, Frankfort Distilleries, Inc., Louisville, Ky., 
“The Shadow”; one Jacobi, Hiram Walker, 
Inc., Chicago, “Another Way Looking 
well open forum during which varied subjects 
general interest will discussed. 

the hope also have outstanding speaker who 
will present subject such Brewer’s Credit View 
the Alcoholic Beverage Industry.” 


Building Material Construction Industry 


Because the limited attendance anticipated, was 
not felt advisable schedule meeting. Members 
the industry who are registered the Credit Congress 
are cordially invited attend and take part any 
the other industry meetings which they feel will 
interest them. 


Cement 


Joint Chairmen: John Adams, Bessemer Limestone 
Cement Co., Youngstown, Ohio, Chairman the 
Central Group. 

Bates, Universal Atlas Cement Co., Kansas 
City, Mo., Chairman the Western Group. 

Fehnel, Nazareth Cement Co., Nazareth, Pa., 
Chairman the Eastern Group. 

Strange, Lone Star Cement Co., Birmingham, 
Ala., Chairman the Southern Group. 

Secretary: Balestier, One Park Ave., New York, 


The four geographical divisions the cement indus- 
try will meet under the joint chairmanship the gentle- 
men listed above. They will maintain headquarters the 
Royal York Hotel but their business session will the 
Royal York Golf Club. Their discussions will cover 
problems mutual interest the various divisions 
the Industry. 

There will industry luncheon Tuesday, and, 
doubt, part the afternoon will devoted 
golf and other entertainment. 


Clothing, Men’s Furnishings, Dry Goods, 
Ladies’ Wear Millinery 


Chairman: Gale, Rice-Stix Dry Goods Co., St. 
Louis, Mo. 
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Vice-Chairmen: Masucci, Hickey-Freeman 
Rochester, Y.; Pritchett, Sewell Mfg. Co, 
Bremen, Ga.; Schoenenberger, Beau 
Ties, Inc., Cincinnati, Ohio; Stone, 
Tip Top Tailors, Ltd., Toronto, Ont. 

Five formal presentations have been scheduled, 
three open forums which promise bring out 
and discussions especial interest: Credit Man 
the Future,” Porteous, President, 
Hodgson Racine, Ltd., Montreal, Que.; 
Sale—Methods Enforcement—Terms Chiselling,” 
Stone, Tip Top Tailors, Ltd., Toronto, 
Ont.; “Are the Present Credit Policies Our Industry 
Ltd., Toronto, Ont.; “Budgeting Your Customer’s 
ness,” Gale, Credit Manager, Rice-Stix Dry Goods 
Co., St. Louis, Mo.; “Unusual Services Your Associa- 
tion,” Orville Livingston, Secretary-Manager, St. Louis 
Association Credit Men, St. Louis, Mo. 

Open Forum Discussions: and Abuse Cash 
Interest Past Due Accounts” 
Methods Developing Discounting Cus. 
Schoenenberger, Credit Manager, Beau Brummell 
Ties, Inc., Cincinnati, Ohio; “Increasing Credit 
ment Letters, When Not Use 
man Co., Rochester, Y.; “Sales Department Co- 


led Pritchett, Credit Manager, Sewell 
Co., Bremen, Ga. 


Confectionery Manufacturing 


Boston, Mass. 

Vice-Chairmen: Miss Irene Austin, Thinshell 
Co., Chicago, Mitchell, Rowntree 
Ltd., Toronto, Ont. 

Committee: Hottinger, Jr., Bowey’s, Inc., Chi- 
cago, Mader, American Chicle Co., Long 
Island City, Y.; Leo Sorenson, Geo. Ziegler 
Milwaukee, Wisc. 

Chairman Day has designated Miss Irene Austin the 
presiding officer afternoon, and 
Mitchell will preside the Wednesday afternoon session. 

The program will include “Eliminate the Rubber 
Stamp Effective Credit Management,” Millar, 
William Neilson, Ltd., Toronto, Ont.; “Taxes They 
Affect the Credit Man,” Hottinger, Jr., Bowey’s, 
Inc., Chicago, Salesmen Trained Collect 
Efficiently?”, Burke, George Weston, Ltd., 
Toronto, Ont.; “Terms Sale and Terms Chiseling,” 
Frank Fox, Lamont Corliss Co., New York, 


industry luncheon scheduled for 12:30 
Wednesday. 


Drug Chemical 
Chairman: Rodriguez, Davol Rubber Co., Providence, 


Vice-Chairmen: Lea Johnston, United Drug Co., Ltd., 
Toronto, Ont.; Plummer, Abbott Laboratories, 
North Chicago, 


Committee: Fred Andrews, Davis Bros., Inc., Den- 
ver, Colo.; Carlson, Johnson Johnson, Chi- 
(Continued page 42) 
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The American Partnership 


Builder our Nation, Creator for America, 
the highest standard living the World 
has known. The force for future progress. 


The Free Enterpriser: Inspired vision; fortified with courage; urged 
energy and the will for accomplishment and individual advancement. 


The Granter Credit: Governor the flow finance for develop- 
ment, operation and expansion; eager assist the enterpriser with credit 
where credit due; eager keep capital employed for reasonable profit 
with adequate safeguards; wise judge economic and human values, 
seasoned the observation the successes and failures many enter- 
prisers and many undertakings. 


Capital Stock Insurance: Bulwark Security for Enterpriser and 
Creditor; the safety valve for all human endeavor against unpredictable 
and uncontrollable accidents which otherwise would result disastrously; 
preventor many mishaps through Safety Control Services; supplier 
the funds which indemnify for losses thus enabling the reestablishment 
business following disasters; preserver assets and guarantor earn- 
ings during shut-downs resulting from insured hazards. 


PARTNERSHIP INDIVISIBLE 


COMMERCIAL UNION COMPANY, LID. 
CENTRAL INSURANCE COMPANY 
COLUMBIA CASUALTY COMPANY 


BRITISH GENERAL INSURANCE LID. 
UNION ASSURANCE SOCIETY, LIMITED. 


PALATINE INSURANCE COMPANY,LID. COMMERCIAL UNION INSURANCE COMPANY 
CALIFORNIA INSURANCE COMPANY 
NEW YORK CHICAGO ATLANTA SAN FRANCISCO 


(CAPITAL STOCK COMPANIES) 
HOME OFFICES, ONE PARK AVENUE, NEW 
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Service That Hel 


Several Credit Executives Tell Plans Letters 


McDermand, Auditor, Crete Mills, Crete, Neb. 


During the time was gathering material for ar- 
ticle appearing the April issue under the title 

number other corporation officials inquire what 
their opinion was the best way cooperate with 
dealers from credit standpoint. The response these 
letters was very gratifying, and the thought occurred 
that some other credit executives might like look 
over the replies. 

Four banks were addressed: one St. Louis, one 
Kansas City, one Chicago and one New York City. 
The other letters were addressed credit managers 
wholesale and manufacturing corporations many sec- 
tions the country. 

The following portion letter: 

review the subject along the following lines 
might interesting, but course you are feel free 
discuss the matter from your own viewpoint entirely 
independent the following outline: 

Most valuable unusual service the customer 
that has come your attention— 

Most valuable service customer you have used— 

One more that appear practical and good oppor- 
tunities that appear you generally 

you believe the credit executive better 
position sell these various extra services 
than other members the business organization, and 
your reasons for against such belief. 

The letters from bank executives follow first and are 
addition being very interesting, quite complete 
the review the subject for all probability contacts 
bank credit men are more often direct with the 
creditor while commercial credits this situation very 
likely just the reverse. one the replies 
from bank credit man: 


Banker Warns “Terms” 

From Chicago: 

Our contacts with our customers are probably 
somewhat different than the contacts the commercial 
credit man and probably bankers work more closely with 
the management those whom credit granted than 
prevails many commercial credit transactions. 
either case, however, would seem that certain factors, 
applied alert credit manager, can equal 
benefit his company and his customer, and either 
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case the credit executive must sales-minded degree 
and the sales force must credit-minded degree, 
The credit executive many instances probably should 
attempt find ways which sale can made rather 
than looking for reasons should not made because 
every cancelled order, course, lies the prospect lost 
sales profit well credit loss. 

discussions the local chapter the 
Association Credit Men the subject terms comes 
up, and often has been said that the reason for 
many slow accounts the credit man’s failure keep 
accounts collected terms thereby avoiding pyramiding 
past due bills. late there has been considerable 
discussion and think much has been done recently 
promote the idea credit managers actually calling 
their customers, inspecting the plants 
cost systems and general methods operation, and 
this way would seem that the well versed credit 
man could considerable assistance many his 
customers.” 

much for the view points our banker friends who 
seem agree that there place for bigger and better 
credit men the field commercial credits. Next 
will have this subject reviewed from the point view 
right our own field activity, and note these men 
not agree all particulars: 


Wholesaler Sees Opportunity 


From Milwaukee, Wisconsin, the credit manager 
wholesale grocery sent the following taken from ad- 
dress given the food products wholesalers’ group meet- 
ing—7th Annual Credit Congress National Association 
Credit Men held Chicago: 

“There wonderful opportunity for the credit man- 
ager organize and supervise such department referred 
the Business Service Department. invalu- 
able ally and part the modern credit department. 
There must some organized effort make applica- 
tion the information the accounting records bring 
light. Study the copy the Dun Bradstreet Survey 
given you. your customers how they can bring 
gross earnings where they are comparable—show 
them how expenses can reduced (if necessary) 
how they can increase sales. All this should not 


done yourself but through your allied departments 
and the salesman. 
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the beauty 


The Laboratories Thomas 

Edison did beautiful job designing this enclosed 

Ediphone. actually takes less space your desk than 

letterhead. closes completely! Dust kept out. It’s 
truly beautiful 

And beautiful job using it. This amazing 

Edison Voicewriter brings efficiency your work well 


SAY THE 


your desk... 


Edison presents miracle 


expedite your work 


distinction your desk. Just lift the receiver and talk 
your work away. Memos, letters, instructions and reports 
clear out your mind! You can forget them...because the 
Ediphone remembers for you. 

Try this handsome Ediphone your own desk. obli- 
gation. Telephone the Ediphone (your city) write Dept. 
Thomas Edison, Inc., West Orange, 


Ediphone 


EDISON 


National Association Credit Men, Convention May 19-23, Hotel Royal York, Toronto, Canada 
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“The credit manager’s job supply the program. 
must teach the others the procedure. It’s real 
job and interesting one—Maybe one could say that 
these things are not the province the credit depart- 
ment, but not fact that your credit problems are 
reality sales another part this 
talk discussing weekly terms, says part: “All 
the dangers that lie retailer’s path are more likely 
avoided through short term credit extensions. The 
credit manager can sell any merchant who interested 
his own welfare the idea that should pay his 
account every week. 

“To put over the weekly net terms successfully even 
though your competitors are granting long discount terms 
means that the thought must sold, and wholesale 
business primarily selling institution, just 
much order sell needed service sell food 
commodities. The mere fact that competitors are operat- 
ing long terms certainly doesn’t mean that this 
the right method. Other services discussed this talk 
included insurance service the nature surveys and 
the financing retail grocers the wholesaler. 

“To the question, Should done? the answer was, 
YES. One reason advanced support the affirmative, 
‘Because unless jobbers will assist establishing inde- 
pendent outlets desirable sections, corporate chains 
can monopolize the most suitable locations.’ All this 
special service would naturally call the credit depart- 
ment for the major analyzing and controlling the risks 
taken on.” 

Continuing quotations from letters received the follow- 
ing from manufacturer and wholesaler candy, 
biscuits, cocoa and chocolate, Milwaukee: “There but 
little can contribute the subject brought 
your letter, because our company does not extensively 
into the idea lending help accounting matters 
business management our customers. 

“There are course great many companies that 
this very thing. The idea successfully prosecuted 
many and seems matter company policy and 
individual credit man’s preference rather than subject 
that really debatable its merits.” 


Teach Him Watch Collections 


From wholesale grocer, Portland, Maine, came this 
reply: 

The writer the opinion that the greatest 
service credit executive can give customer is— 

“First: All the assistance and advice possible regard- 
ing the trusting out money, which seems one 
the greatest weaknesses among those stores who are doing 
credit business. 

“Second: All the assistance possible regarding his 
keeping proper set books. 

think that both these suggestions should come 
the retailer first through the salesman. Therefore, 
the credit man’s job keep his salesmen well in- 
structed both these items.” 


Needs Instruction Bookkeeping 
From Louisville, Kentucky, Wholesale Dry Goods: 
sorry not able give you any personal 
experience along the lines your subject. have 
often spoken such service, and large proportion 
the retailers deal with surely need some assistance 
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along these lines. anything really constructive, 
however, would rather expensive undertaking, and 
not always welcome quarters where would 
most 

personal conclusion over number years has 
been that the thing the average small retailer needs 
adequate bookkeeping system, including particu. 
lar some form budgeted buying control, keep 
his stock liquid and not too large. one thing 
which would more benefit the type merchants 
business with than anything else could think 
would, however, take practically the entire time one 
two men promote this kind proposition our 
trade the three four states which would want 
work it, and the expense feel would quite 
item, and possibly not justified business our 
type, where the average merchant spreads his purchases 
necessarily among number wholesalers.” 

will now pass from the more less timid pos- 
sibly more properly speaking conservative discussions 
the unreserved dissertations the subjects from credit 
executives definite convictions and practical experience 
support their comments. have identified the 
tions with the class business which the writer was 
engaged for the reason appears the possibilities ex- 
tending special credit service are modified considerably 
the nature merchandising distribution and the vol- 


ume product supplied the retail outlets jobber 
wholesaler. 


Help Him Keep Liquid 

From Packing Company, Wilmington, Delaware: 

“Question No. The most valuable service that 
comes attention primarily the method keeping 
the customer’s credit liquid. Quite frequently, find 
customers are confronted with unexpected obligation 
other than their business, such hospital, doctor, etc., 
and liquidate this liability they take out their 
business which turn embarrasses their credit cer- 
tain extent, have found them back their 
terms. good many have advised case such 
this, should use the bank and borrow order that they 
can maintain their good credit standing. The fact that 
they can liquidate this obligation with the bank from 
time time prevents any embarrassment with their 
business finances. 

“Question No. When customer gets delinquent 
due some condition beyond his control, necessary 
that have merchandise maintain his business. 
have found number cases, order not em- 
barrass him, and the same time keep his business 
and good will, arrange pay every week equal 
more than what buys for the previous week. has 
been surprising the results that have been obtained 
this respect and the surprise the customer when 
again brings his account line.” 

From Wholesale Grocery, Grain, Seed and Farm Sup- 
plies, Mobile, Ala.: 

Keep customer value conscious, service conscious 
and happy frame mind. 

Quick delivery; adjustments today, delay 
anything within reason asked customer. 

Keep account active and turning. Keep line 
with his ability pay; thus keeping him happy and 
buying position. 
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Yes, the man handling credits 
after having personal contact with 
the salesman over long period, can 
sell the various extra services quite 
well. Based upon thoughts along 
the special selling line tempered 
his own experience keeping the 
account good shape, well 
the customer good humor, the 
man from the credit department may 
render valuable aid. 

“5, happy following turns bus- 
iness into profit and pleasure. Cus- 
tomers, when handled such way 
become disgruntled may turn 
your business from profit loss.” 

From Wholesale Candy Com- 
pany, Chicago: 

frank say, from own 
observation, very little done 
help the customer keep his own 
credit liquid, assist matters 
accounting, business management. 
don’t know how extensively this 
done other industries, but 
know that there very little activ- 
ity along these lines the candy 
industry. course, there are many 
reasons for this. With great 
many customers sell, candy 
only one the many items which 
they buy, and small part their 
purchases. would therefore, 
rather difficult for them 
and make suggestions which you 

has come attention that 
some industries where they are 
the principle suppliers business, 
they make point see that 
the customer has the proper account- 
ing set-up, obtains the proper mark- 
up, and offers financial service 
the customer, which handled 
the credit man 
visits with the customer. 

“The most valuable service 
have used, from financial angle, 
make comparison and statement 
analysis the financial statement 
they submit. some instances 
have made some very thorough 
analyses and comparisons with aver- 
ages other customers the same 
line. have also made recom- 
mendations for changes 
financial set-up instances where 
have had their confidence and 
know they will accept our sugges- 
tions for what they are worth.” 

From flour jobber, Somerville, 

“In the first place, believe the 
credit manager should contact the 


MAY LOSE 


credit extension, horse racing, you never can tell. 
Nearly every Credit Executive has had the tragic experience 
losing heavily “good risk,” true-and-tried cus- 
tomer who was backed win, once too often. 


credit executive can “hold the 
course after merchandise shipped. But there’s one way 
can make sure repayment losses occur. 


American Credit Insurance 


recently reimbursed Manufacturer loss $31,453.60. 
The policyholder (name request) writes: “This settles our 
loss the failure customer with whom had done 
large volume business for several years.” 


The modern Credit “best bets” will always 
those accounts with unimpeachable records the date 
the latest Interchange Report. But his best bet protect 
himself fully these accounts any others. Amer- 
ican Credit “General Coverage” policy saves multitude 
worries. economical, too. Ask for details. 


American Credit Indemnity Co. 
NEW YORK McFADDEN, PRESIDENT 


Chamber Commerce Building, St. Lovis, Missourl 


Offices all principal cities United States and Canada 


Copyright 1940, American Credit Indemnity Co. of N. Y. 
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own case find creates good will and the customer 
knowing the credit manager personally feels more dis- 
posed ask advice matters pertaining his business. 

“In the past, have advised matters bookkeeping, 
banking and any other matters that might troubling 
him, assuring him that pleasure assist- 
ance him any time. 

“Some credit managers have informed that their 
salesmen did not like have them contact the trade with 
them took too much time and considered did 
not help them, but our case our salesmen feel differ- 
ently about and wish use much possible. 

“Sometime ago, visited customer with the sales- 
man and his next call told the salesman that 
had been trading with our company for twenty years 
and that was the first time executive the company 
had ever seen fit call him. evidently got quite 
kick out it. 

“His credit standing was the best and never had 
had any occasion see him regarding that, behooves 
the credit manager see those who pay promptly well 
that that not. 

“More good will! More sales!” 


Should Advise Insurance 


From wholesale tea and coffee company, Portland, 
Oregon: 

“About the only contact have through our sales- 
men our territory too large. would not pos- 
sible for representative the credit department 
over the entire district except occasionally. Wholesale 
houses with smaller territories are much better posi- 
tion help the retailer with various problems than 
wholesaler spread out so, although have quite 
decided ideas help which may rendered from 
time time over the entire territory. try 
work very closely with our salesmen and insist they under- 
stand the problems each individual customer, and keep 
advised that may turn render service him 
one way another. 

“We have always considered the most valuable service 
rendered customer regard fire insurance. 
have asked repeatedly that duplicate inventory 
made each time they take list their stock, and this 
duplicate inventory kept outside the insured prem- 
ises. not necessary have this show the extensions, 
but the first item insurance arjuster asks for the 
amount property destroyed, should there fire loss. 
have found many cases the inventory destroyed 
with the store contents and then necessary ask 
all the different wholesalers selling this store make 
list showing the purchases over number 
months.” 

bringing this paper close shall not attempt 
set definite conclusions with the idea that they 


made use the beginner credit work 


the experienced credit executive who might desire 
improve his customer contacts. reason being that 
one the contributors stated, idea successfully 
prosecuted many and seems matter com- 
pany policy and individual credit man’s preference rather 
than subject that really debatable its merits.” 

feel, however, that many cases offers wide 
field opportunity for engaging customer contacts 
that would eventually result credit man establishing 
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himself and his department business association with 
his customers broader and more permanent 
than usually the case. 


Who Gets the Credit? 


(Continued from page and must do. Government, 
for example, provides and maintains parks for the 
public pleasure and welfare, and properly so. But goy. 
ernment should not permit the commercial operation 
peanut stand these parks unless collects from the 
operator proper payment for the privilege. Otherwise 
more and more the peanut business would done 
public, tax-free property, and less and less the peanut 
business private, tax-paying property. 

What true the peanut business equally true 
the transportation business, the power business, the 
insurance business, every other line business. 
ernment credit based upon the power tax can used 
foster, promote, subsidize and support the competition 
which impairs, even destroys, private credit based upon 
earning power. enough that, and there would 
longer any private business credit, because there 
would longer sufficient earnings support them. 
All business then would have done public credit 
and under public authority—and who would pay the 
taxes? 

The interest the credit man this situation ob- 
vious. His the opportunity sustain and foster, 
enrich and improve the conditions which determine the 
earning power private, tax-paying business—the final 
basis all credit, public well private. 


Government Holder 


The United States brought suit against the makers 
note which had acquired through the Federal Hous- 
ing Administration. The makers set the defense that 
there had been failure the consideration for which 
they had given the note. 

Ruling that the United States was holder due 
course the note, the Federal District Court said: 

“Failure consideration not good defense 
proceeding brought holder due course. According 
the petition, the United States became the bona fide 
purchaser holder due course the note. The trans- 
actions which the United States acquired the note 
were virtue the terms the National Housing 

Ordinarily, failure consideration available 
defense between the original immediate parties, but 
not against holder due course. (United States vs. 
Hoover, Federal Supplement, 556.)—Burroughs 
Clearing House. 

connection with the above statement, readers are re- 


ferred Chapter XVIII the 1940 edition 
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“Negotiable Instruments.” 


Ist International and 45th NACM 
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Mutual Alliance. symbol soundness and stability. 


Nearly two hundred years ago, Mutual insurance Naturally, structure that was built upon such 
was founded America. Its fundamental aim and principles has endured. And today there 
purpose was provide the soundest possible selected leaders Mutual fire insurance 
tection the least possible expense. Down through whose record success outstanding. 

the years, Mutual fire insurance has been great this group companies who are members 
benefit countless thousands its unchanged The Federation Mutual Fire Insurance Com- 
policy protection and valuable savings. panies and are entitled use the Mutual seal. 


policyholder member company The 


Federation Mutual Fire Insurance Companies 
better credit risk. 


THE FEDERATION MUTUAL FIRE INSURANCE COMPANIES 
919 NORTH MICHIGAN AVENUE, 


MUTUAL FIRE INSURANCE 


American Institution 
When advertisers please mention Credit Financial Management 


nut 
sed 
the 
nal 


This page, which donated one its 
members, used monthly the Insurance 
Group the National Association Credit 


Fidelity Bonds 
Workmen's Compensation — Are all your 
Does your Public Liability insurance cover 


protector sound credit. 


keep credit executives informed 
the wide variety insurance cover- 
ages which are available. 


promote the use the official 
N.A.C.M. insurance statement form 
supplement the financial statement. 


Coverages 


Approved by Nations! Asseciation of Cradh Men 


coms coms | «USE 


= If you have assumed liability of others 
‘under any contract such as lease, 
has your Public Liability policy been 
extended to cover it? 


INSURANCE STATEMENT 


@™ = The forms of insurance listed represent those most commonly in force in the average commercial 
business. It should be clearly and definitely understood. however, that the mere fact of your carrying 
all these, forms does not in itself prove that you are adequately insured. You may need additional forms, 
or fewer, depending largely on the particular nature of your business. These are points on which you 
should consult your insurance adviser. 


yolr insurance is the “Bianket” type, show total amount Uoilowed by the word “Bianket’) in the “Buildings” 
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the same property or liability 


INSURANCE STATEMENT FORM 
N.A.C.M. approved Procurable from the National 
Association Credit Men, New York. 


The following list selective because space limitations. 


Accounts Receivoble 
Aircraft 
Crash 
Fire 
Land Damage 
Mooring 
Theft 
Windstorm 
Motor Vehicle P.D. 
Automobile 
Comprehensive 


Theft 


Flood 
Public Liability 
Tornado 


> 
Explosion 
Property 
ircraft Property Damoge 
Glass Breakage 
Collision 
Property Damage 
Non-Ownership 
Drive Other Cars 
Hired Cars 
Loss Use 
Bailees Customers Floater 
Bridge Insurance 
Builders Risk 


Camera Floater 
Consequential Damage 
Contingent Liability—R.R. Sidetrack 
Switch Lease 
Demolition 
Department Store Floater 
Disability Insurance 
Individual 


Group 
Dyers Cleaners Floater 
Earthquake 
Electric Sign 
Engagement Ring Floater 
Equipment Floaters 
Errors Omissions 
Exhibition Floater 
Explosion 
Extended 
Tornado 
Hail 
Riot 
Explosion 
Smoke Damage 
Aircraft Motor Vehicle 
Extra Expense 
Fallen Building 


Fire 
Fine Arts Floater 
Flood 
Frost 
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Floater 
Furriers Customers 
Garage Keepers Liability 
Garment Contractors Floater 
General Floater 
Gold Silverware Floater 
Golf Floater 
Gross Receipts Floater 
Gun 
Hail Insurance 
Horse Wagon Floater 
Installation Floater 
Installment Sales 
Jewelers Block 
Jewelry—Fur Floater 
Laundry Floater 
Leasehold 
Life Insurance 
Individual 
Key Man (in business) 
Group (including disability) 
Live Stock Floater 
Mischief—Vandalism 
Output Floater 
Marine 
Hull (various forms) 
Cargo (various forms) 
Mortgage Interest 
Morticians Equipment Floater 
Motor Truck Cargo 
Motor Truck Merchandise Floater 
Motor Vehicle Property Damage 
Musical Instrument Floater 
Floater 
Parcel Post Floater 


Patterns Die Floater 
Personal Effects Floater 
Physicians Surgeons Floater 
Profits Commissions 

Public 

Radium Floater 


Rain 
Registered Mail 
Value 
Riot Commotion 
Safe Deposit Box 
Salesmens Sample Floater 
Scheduled Property Floater 
Scientific Instrument 
Smoke 
Sprinkler Leakage 
Sprinkler Liability 
Stamp Collectors Floater 
Stock Floaters 
Stock—Reporting 
Surety Bonds 

(numerous forms bonds) 
Theatrical Floater 
Tornado 
Tourist Baggage Floater 
Transportation Floater 
Trees, Shrubbery—Lawn 
Trip Transit Floater 
Tuition Fees 
Unearned Premium 
Use Occupancy (various forms) 
War Risk 
Water Damage 
Wedding Presents Floater 
Windstorm 


insurance you direct ond bearing on your financial standing, By. 
lf you carry any other insurance list details below. a 
‘ 


press April, this cannot any means 
complete but will give some idea what has been 
arranged and being planned. 


General Credit Congress Sessions: 


The Credit Congress opens 9:30 Monday, 
May 20, when planned that addresses welcome 
shall delivered. 

For the Federal Government—by Canadian Cabinet 

Minister. 

For the Province Ontario—His Honor, the Lieu- 

tenant Governor. 


For the City Toronto—His Worship, Mayor Day. 


Tentative 


program for Credit 


Congress sessions: 


pany, Ltd., Toronto. 
Subject: “Should Business Men Enter 
Hugh Lawson, Director, York Knitting Mills Lim- 
ited, Toronto. 
Subject: War Prices and Commercial Fail- 
George Sokolsky, Meeting the Air,” New 
York. 
Tinder Box Asia,” “Labour Fights 
for Power.” 
Subject: “Stability vs. Progress.” 
Subject: “Credit: Symbol Civilization.” 


The general Convention Sessions will held Mon- 
day morning and afternoon, Tuesday morning, Wednes- 
day morning, Thursday morning and afternoon. 


Few the Featured Speakers: 


James Carson, Vice-President, 
Foreign Power Corporation, New York. 
Subject: Hemisphere Arbitration and 
World Economic Readjustment.” 
Venerable Archdeacon Gower-Rees, Mont- 
real, 
Subject: Commerce vs. World War.” 
Judge Fletcher, Vice-President and General 
Counsel, Association American Railroads. 
Subject: Relation Business Sound 
Transportation Policies.” 
Holt Gurney, President, Gurney Foundry Com- 


Group Sessions: 


Trade and Industry Group sessions will held the 
afternoons Tuesday and Wednesday, May and 22. 
The Congress will separate into some groups for the 
purpose hearing addresses and discussing problems 
mutual interest the industries concerned. These dis- 
cussions will international scope and speakers will 
provided from Association member firms and others, 
from each side the Border. 


Some the Subjects Dealt with Group 
Speakers Will Be: 


The Credit Man and His Work. 

Constructive Credit Department Assistance Customers. 
The Relationship Credits and Advertising. 

Lawyer Looks Collections. 


Are the Present Credit Policies our Industry Sound? 

Terms Sale—Methods Enforcement—Terms Chis- 
elling. 

Eliminate the Rubber Stamp, Effective Credit Man- 
agement. 

Can Salesmen Trained Collect Efficiently? 

Credit Management 

The Credit Manager Key Executive. 

The Credit Manager and His Relation Company 
Finance. 

Returned Goods. 

Does Unwise Credit Produce Unfair Competition 

The Credit Manager the No. Salesman. 

The Business Outlook Our Industry. 

Credit its Relation Sales Promotion. 

1940 Credit Policy. 

Requisites Successful Credit Policy from the Whole- 
sale and Retail Standpoint. 

Some Views Credit Control. 

The Influence Earning Power Credit Policy. 

Financial Statements and Their Application the Grant- 
ing Credit. 

The Canadian View Heavy Equipment “On Time” 
Mine Operators. 

Selling Marginal Accounts Safely. 

Credit-Sales Department Cooperation. 

Qualifications Today’s Credit Executive. 

Payment Deferred. 

Cooperation Salesmen with Credit Department. 

The Credit Executive the Paper Box Industry. 

Unemployment and Health Insurance—Its Principles 
and Practices Great Britain. 

Destructive Credit Department Practices. 

Collecting Delinquent Accounts Retain the Goodwill 
and Business Customers. 

Instalment Credit the Jewelry Trade. 

Why Encourage the Shoe String Account and the Dis- 
honest Bankrupt any Disguise? 

Method Recording Information for Credit Control. 

The Canadian Foreign Exchange Control Board—its 
regulations and their effect upon the oil industry 
from the credit man’s viewpoint, especially the inter- 
change credit card facilities between Canadian 
and United States Companies. 


Special Meetings and Events: 


Dinners—Luncheons—Breakfasts 
Directors and Officers, National Association Credit 


Men and Canadian Credit Men’s Trust Association, 
Ltd. 


New York Association Credit Men and 
Division Associations. 

Chicago Association Credit Men and Central 
Associations. 

Western and Pacific Coast Divisions. 

The Robert Morris Associates. 

Credit Women’s Banquet. 

The Royal Order Zebras—Annual Roundup. 

The Foreign Trade Luncheon. 

The Insurance Group Luncheon. 

The Public Utilities Group Luncheon. 

The Pittsburgh Association Breakfast. 

The Credit Women’s Breakfast. 

With many others now being planned. 

Many these events will open all 
delegates who may desire attend. 


Reception and Entertainment: 


Reception—House Friendship— 

Royal York Hotel. 

Music the hotel lobby. 

Concert celebrated artists, M., the Concert 
Hall. 

Monday—Presidents’ Reception and Ball—Banquet Hall, 
Wilson’s Marine Band. Pipers the 48th 
landers and specialty Scottish Dances. 

Tuesday—Informal Dance—Royal York Roof Garden, 

Wednesday—Buffet Supper Dance—Banquet Hall. 
cial entertainment features. 

Dance—Royal York Roof Garden. 


Special Entertainment for the Ladies: 


Monday—2:45 Personally conducted shopping 
tour. Tea the Round Room Eaton’s College 
St. store. 

Tuesday—11:00 Sightseeing tour motor 
Luncheon the Old Mill. 

Wednesday—3:00 Bridge and Tea—The Royal 
York. 

Anytime—During the week the Hostess Committee will 
escort special parties visiting ladies various 
points interest. 


General 


All Committees, under the guidance the Credit 
Congress Director, are now actively work and 
evident that this will outstanding 
tion least 2000 appears certain. Get your applica- 
tions for registration once. This will very 
ful the Committees. 
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Addiss Heads Fraternity Fund 


New York—Edward Addiss has been 
elected President the Credit Fraternity 


Fund, Inc., the Fund’s Board Direc- 
tors, was announced early April. 
Choice Mr. Addiss head the organ- 


completes the plans developed sev- 
eral months ago for helping unemployed 
credit men this area find work. Mr. 
Addiss former head the 475 Club 
this city, which organized the testimonial 
dinner December, the proceeds 
which provided the initial capital for the 
establishment the operations. 
The dinner honored seven past NACM 
Presidents. 

Other chosen April were the 
following: First Vice Pres., John Red- 
mond, Crompton-Richmond Co., Inc., past 
Pres. the New York CMA, and Vice 
Pres. the NACM; Second Vice Pres., 
Henry Scheer, American Woolen Co., 
and former Pres. the 475 Club; Third 
Vice Pres., Wm. Pouch, Pres. the 
Concrete Steel Co., and former Pres. 
the New York and National Assns. 

The bureau which occupies space do- 
nated the New York CMA care 
Henry Meckauer, retired banker and 
former credit man, who Secretary 
the Fund. The post Treasurer held 
Joseph Rubanow, Vice Pres., Manu- 
facturers Trust Co., past Pres. the New 
York CMA and the 475 Club, and Director 
the NACM. James Stack, Stern 
Stern Textile Importers, Inc., past Pres. 
the 475 Club, Assistant Treasurer. 

The original suggestion the Fund 
came from Mr. Rubanow about year 
ago, and its organization was immediately 
begun. Thus far the Fund’s operations 
have provided assistance both financial 
and occupational ways qualified men 
long experience. 


Weir addresses 
local meetings 
four cities 


David Weir, Assistant Executive 
Manager NACM will the featured 
speaker before local Association 
meetings this month the following cities: 
May May 14—Detroit, May 
Rapids, May 16—South Bend. 


Makes you proud 
your country 


PEACE AND FREEDOM 


Ist International and 45th NACM 
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Detroit: 


the Apr. joint meeting the De- 
troit ACM and the Detroit Assn. In- 
surance Agents the Detroit-Leland Ho- 
tel, Laurence Falls, Vice The 
American Insurance Co., Newark, 
discussed “Conservation Through Credit 
and Insurance.” 


New York—Strong interest being re- 
vealed credit executives this area 
particular and throughout the various local 
credit associations the and Canada 
connection with the recent announce- 
ment that “NACM Day” will celebrated 
the New York World’s Fair Satur- 
day, May 25. 

This will follow the closing the first 
International and 45th Annual NACM 
Credit Congress the Royal York Hotel, 
Toronto, Can., Thursday, May 23rd. 
sequel last year’s successful visit 
the part several hundred NACM 
members, following the closing the 
Grand Rapids Credit Congress. 

the NACM, Park Avenue, New York, re- 
veal that many firms are contracting for 
the special one-day ticket and will send 
their employees that time. This ticket, 
which available for $1.00—good only 
May 25th—includes the following: Ad- 
mission the World’s Fair; Admission 
concessions, which you have 
choice American Jubilee; Ripley’s Be- 
lieve Not Odditorium; Dancing 
Campus; Mrs. Thorne’s Miniature Rooms; 
Gay New Orleans; Morris Gest’s Midget 
Town; The Perisphere; 
Parade; 20—5 cent Discount Coupons, 
which Coupons can used any middle 
class restaurants, for instance, 
cent luncheon they will accept three 
cent Coupons part payment; admission 
part payment all amusements, ad- 
mission the Dancing Campus which this 
year will charge cents. 

Full information the above avail- 
able from Mr. Roberts. 


Albany: 


Following its annual custom the Eastern 
and the Troy Club heard John O’Brien, 
Production Mgr., Cluett Peabody Co., Inc., 
discuss “Industry and Its Value the 
Community.” 


St. Paul: 


The annual election officers and direc- 
tors the St. Paul ACM scheduled 
take place the meeting May 14. The 
nomination committee includes the follow- 
ing: Chairman: Herman, councilor, 
Toensing, George Walen and Alfred 
Hansen. 
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Johnstown: 


The Johnstown branch the Credit 
Assn. Western Pa. held its annual mem- 
bership meeting April the Fort 
Stanwyx Hotel. Local Assn. Pres. Deane 
Hayes and Prof. Fitzgibbon 
guest speakers the occasion. 


Oklahoma City: 


The annual election the Oklahoma 
Wholesale Credit Men’s Assn. was held 
the Skirvin Hotel Mar. 20. 
Lauhon, Credit Baker-Hanna-Blake 
Co., was elected Pres. and Hoover, 
Credit Mgr., Carroll-Brough-Robinson Co. 
was elected Vice Pres. Hershel Sherman, 
John McNair, and McBrayer were 
elected Directors. Asa Schenck was se- 
lected Counselor. After the election, 
Pemberton, Sec.-Mgr., conducted 
Prof. Quiz program and Ford Harper, 
State Chamber Commerce, gave 
address “Industrialization Okla- 
homa.” 


Newark: 


The New Jersey ACM will hear Henry 
Heimann, NACM Executive Manager, 
its annual dinner and installation 
May 14th the Hotel Douglas. 
The occasion will also celebrate Past Presi- 
dents’ Night. the April 25th Credit 
Forum, Alexander Wall, Secretary, Robert 
Morris Associates, discussed “Economic and 
Trade Figures Underlying the Credit De- 
cision.” The previous evening the Credit 
Men’s Bowling League Dinner was staged. 


Albuquerque: 


Following recent decision the local 
association Board Directors, two meet- 
ings each month will held. One 
them will luncheon for credit dis- 
cussions and the second evening meet- 
ing with special program. Officers 
the association were chosen April 18th, 
which time Charles Baldwin, Man- 
ager, NACM Washington Service Bureau, 
was the guest speaker. 


Amarillo: 


The featured speaker the March 14th 
meeting the Tri-State ACM, Amarillo, 
was Porter Underwood, prominent local 
attorney. presented review the 
present bankruptcy act and its effect 
commerce and industry. April 19th 
the local association heard Charles 
Baldwin, Manager, NACM Washington 
Service Bureau. 


Paso: 


the third his appearances this 
area April, Charles Baldwin, Man- 
ager, NACM Washington Service Bureau, 
presented feature address before the 
luncheon meeting the Tri-State ACM 
the Hilton Hotel here April 17th. Mr. 
Baldwin talked Washington, de- 
velopments and the current business situa- 
tion. 


Because... 


during the summer months there rela- 
tive lull news activities among our local 
credit associations, the usual discontinuance 
this special supplement section “Credit 
and Financial Management” will observed. 
This affects the Members’ Bulletin, which car- 
ries national association items, and the News 
About Credit Matters section, which reports 
local association activities. They will both 
resumed the fall. 


New Orleans: 


The Quiz Parade and Association dinner 
the New Orleans CMA was held 
Arnaud’s Restaurant here April and 
provided evening fun and education 
for the credit executives and their guests. 
The program was under the direction 
Piske, chairman the local enter- 
tainment and program committee. 


Philadelphia: 


The annual meeting the Credit Men’s 
Association Eastern Pennsylvania was 
held here April the Bellevue- 
Stratford Hotel. local Association 
has inaugurated interesting means 
presenting its new members the regular 
membership. its monthly 
now carries page which are printed 
pictures the new members well 
biographical sketch. 


Bristol: 


Kenneth Campbell, Director the 
Foreign Department NACM, and Manager 
Foreign Credit Interchange 
dressed the Bristol, Conn., Lions Club here 


April the subject, “Pan-American 
Trade.” 


St. Louis: 


The forum meeting the St. Louis 
ACM the Hotel DeSoto April 11th 
heard after-dinner address delivered 
Leavitt Ralston Purina Com- 
pany St. Louis. Mr. Leavitt’s subject 
was “Too Many Mousetraps.” Man- 
ager the Merchandising Department 
his company. 


Birmingham: 


letter writing course under the direc- 
Aline Hower St. Louis was 
sponsored from April through 
the Birmingham Chapter, NIC, the local 
Association. April the 36th An- 
niversary Meeting the Alabama ACM 
was held here which the feature talk 


was presented NACM Man. 
ager Henry Heimann. 


Bridgeport: 


Patterson, General Credit Man. 
ager, American Cyanamid Co., York 
was the featured speaker the 
dinner meeting the Bridgeport Acy 
here the Algonquin Club. 
Credit Procedure.” 


Cincinnati: 


April Cincinnati credit men 
ered the Gibson Hotel for the 
free stag party which included the 
tional Association election campaign, and 
number members the Dayton 
were also attendance. 


Rochester: 


its May meeting, the Rochester ACM 
will hear feature address NACM 
Executive Manager Henry 
April the local organization heard 
Carveth Wells, explorer and lecturer, dis- 
cuss “Six Years the Malay Jungle.” 


New Britain: 


The annual Connecticut State Confer- 
ence will hold its sessions this year 
June the Shuttle Meadow Country 
Club this city. The Conference com- 
mittee under the chairmanship 
Hatsing the New Britain National 
Bank. 


New Haven: 


Annual elections credit Associations 
with the Connecticut ACM were 
held follows: Bridgeport—April 23; 
Hartford—April 23; New Haven—April 
18. 


Sioux Falls: 


Moran, NACM Central Division 
Manager, addressed the Apr. meeting 
the local Assn. His subject was “Is Credit 
Management Profession?”. Mr. Moran 
then presented graduates with 
cates recognizing the completion their 
course Credits and Collections. 

While Sioux Falls Mr. Moran also 
addressed the 35th anniversary 
the Agents the Queen City Fire In- 
surance Co. Denny Lemen, who Pres. 
that company, chairman the 
surance Advisory Council the Sioux 
Falls ACM. 


Peoria: 


The Peoria ACM held their annual 
meeting Apr. the Jefferson Hotel. 
The following officers were installed for 
the coming year: Pres., Oliver Ulrich, 
Roszell Co.; Vice Pres., Joseph Mur- 
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phy, McElwee Packing Co.; Treas., Harold 
Ernest Peoria ACM; Sec., 
Dunn, Peoria ACM. Following 
installation and short business 
meeting, Delaney showed some beau- 
films the New York World’s 
Fair and very interesting film about 
Finland. 


Seattle: 


Stephen 
one of the 


Chadwick, past National 
the American Legion, was 
featured speakers the 
Apr. meeting the Seattle ACM. 
American the second talk 
the Ernest Clark, Exec. Sec., 
Assn. Pacific Fisheries, spoke about “The 
Salmon Industry.” 

Two assn. members were honored 
during the recent Northwest Credit Conf. 
Electric were chosen Pres. and Sec. 
the Pacific Northwest CMA Council. 
The counci! selected Seattle hosts for 
the 1941 conf. 


Los Angeles: 


Annual Group Night” the Los 
Angeles CMA will held May 
trade groups have arranged in- 
dividual displays their tables for this 
occasion, and competition for the prize 
awarded the best table will keen. After 
dinner short business session will 
followed entertainment and dancing, 
according Pres. Leon Rosenbaum, Con- 
solidated Rock Products Co. 


Sioux City: 


the joint meeting Apr. the 
Interstate ACM, the Insurance Agents Ex- 
change and the Real Estate Board 
Trade, Moran, NACM Central Di- 


vision spoke “Insurance Rela- 
tion Credit.” 


Jackson: 


The local Assn. Membership Committee, 
under the Chairmanship Aubry, 
laying plans for enlarging the present 
membership and has announced offer 
$5.00 bonus any present member 
bringing new member. The Assn. 
has also offered pay the registration fee 
any member attending the First Interna- 
tional and 45th Annual NACM Credit 
Congress Toronto, May 19-23. 


Chattanooga: 


Through the efforts Paul Viall 
the Medicine Company, who 
Chairman the Chattanooga ACM 
Publicity Committee, excellent arrange- 
ment for publicity was 
month when the Chattanooga News-Free 
Press began publication monthly basis 
the compiete text the Monthly Busi- 
ness Review the NACM Executive 
Manager, Henry Heimann. Though 
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many local associations have arranged for 
use excerpts, this the first instance 
which the entire review will carried 
regular editorial The news- 
paper’s announcement inaugurating this 
series stated that “The News-Free Press, 
cooperation with the Chattanooga Asso- 
ciation Credit Men, has arranged 
publish the monthly business review 
Henry Heimann, executive manager 
the National Association Credit Men, 
regarded many the foremost business 
analyst the United States.” 


Albany: 


The Eastern New York ACM will hear 
Henry Heimann, NACM 
Manager, make the principal address 
its meeting here May April 
the Association was addressed Ray Vir 
Den, Vice Pres., Lennen Mitchell New 
York. Mr. Vir Den spoke about modern 
advertising methods. 


Syracuse: 


Committee Chairmen announced for the 
coming year newly-elected Assn. Pres. 
Cliff Heath include the following: Mem- 
bership, Rod Wilder; Program and Forum, 
Bob Merrill; Finance, Harold Parks; Edu- 
cational, Russ Coonley Legislative, George 
Small; Collections, Walt Kunze; Attend- 
ance, Marv Pellenz; Carm 
Murray; Publicity, Bill Kearney; Credit 
Methods Practices, Lorne Camic. 

The local Association will stage Past 
Presidents Night its May dinner 
meeting, which time they will also honor 
the Credit Womens Group which was or- 
ganized 1937, well celebrating the 
Association’s 35th anniversary its 
birth 1905. Henry Heimann, Execu- 


tive Manager NACM, will the guest 
speaker this occasion. 


* 


Oakland honors Pres. Wells 


Kansas City: 


program promote better business 
making this city and the surrounding 
area credit-minded was 
launched dinner Thurs., Mar. 28, 
the Muehlebach Hotel the Kansas 
City ACM. Prominent the program are 
the following: Moses, Pres., Kansas 
City ACM; Ronnau, Vice Pres., 
Kansas City ACM; Kerns, Member- 
ship Chairman and 2nd Vice Pres. the 
Co.; Harry Wuerth, Commerce Trust Co.; 
Joseph Morrisey, Coursey Creamery 
Co.; Smith, Sec., Kansas City, ACM. 

Among these are speakers’ bureau 
contact Assn. groups and civic organiza- 
tions; direct-mail campaign tell the 
story the national and local credit 
assns.; press publicity present the 
local newspapers least one news item 
month about the values the Assn. 
business and the general public; and radio 
and public appearance publicity which will 
feature male double quartet composed 
active credit men, under the guidance 
Bryce Hill. 


Buffalo: 


The Credit Assn. Western 
heard Betty Wong discuss the Chinese- 
Japanese situation its meeting the 
Hotel Buffalo Mar. 21. Apr. 18, 
the “National Bankruptcy 


Cincinnati: 


review “America’s Balance 
NACM Ex. Mgr. Henry Heimann, 
was presented the feature talk before 
the Mar. Credit Club luncheon the 
Cincinnati ACM here the Sinton hotel. 


the occasion the 15th Anniversary the Wholesalers’ Credit Association 


Oakland, dinner was given the Bohemian Club San Francisco honor the 
Association’s past presidents. Special guests were the president, immediate past president 
and northern California director the NACM. Above, seated the head the table 
(under picture) Pedersen, Remar Baking Co., President Wholesalers Credit As- 
sociation. his right, Chas. Wells, St. Joseph, Missouri, President National As- 
sociation Credit Men—Ray Bueermann, Past Pres. Oakland, 1934—Dan Bosschart, 
San Francisco, Past NACM 1939—V. Stuart, Oakland Tribune, Past Pres. 
1928—Ralph Fisher, American Trust Co., Past Pres. 1929—W. Mordy, Pacific 
Manifolding Book Co., Past Pres. 1931—O. Dempsey, Dempsey Sanders, Past Pres. 
1937—H. Scarborough, Johnson Scarborough, Past Pres. 1935 and 1936—Lee 
Mallory, Standard Oil Company, Past Pres. 1932—Paul Pflueger, San Francisco, Director, 
National Association Credit Men—Kenneth Thomson, Secretary-Manager, Whole- 
salers Credit Association. 
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Baltimore: 


United States Senator Styles Bridges 
New Hampshire addressed the Balti- 
more ACM its annual meeting held 
May the Chesapeake Club. His sub- 
ject was “The America Want.” The 
following officers will head the Association 
the coming year: Pres., Dodge; 
Ist Vice Douglas; 2nd Vice 
Sec., Norman McKinney. 


Pittsburgh: 


New Member Day was featured Mar. 
the Credit Assn. Western Pa. 
with discussion “What the Associa- 
tion and Does For Business.” fol- 
lowing took part the presentation: Ross 
McCoy, Gulf Oil Corp.; Albert Sup- 


plee, Fidelity Guaranty Co.; 
Deane Hayes, West Penn Power Co.; 
Byron Stump, Doubleday-Hill Electric 


Co.; Clyde Young, Westinghouse Air 
Brake Co.; Oliver, Exec. 


Grand Rapids: 


The annual meeting and ladies’ night 
party the Grand Rapids ACM, honor- 
ing all the past presidents the local 
Assn., scheduled held here the 
Rowe Hotel May 15. David Weir, 
Asst. Ex. NACM, will the feat- 
ured 


Kalamazoo: 
additional idea the value Credit 
Interchange reports was gained the 


membership the local Assn. recent 
meeting which was held under the direc- 
tion Sherk, Kalamazoo Vegetable 
Parchment Co. Using charts and regular 
Credit Interchange forms, Mr. Sherk ex- 
plained the operations Credit Inter- 
change and how saves money for the 
credit departments firms. prove the 
coverage had kept record direct 
inquiries coming into his firm’s 
the 50, were covered Credit Inter- 
change reports, none which were over 
days old. addition the Assn. files 
had received reports others and 
Central Credit Interchange Bureau showed 
recent clearance four more. Thus 
per cent had been recently cleared, Mr. 
Sherk pointed out, and then showed 
charts and graphs the actual and potential 
losses and gains. 


Wichita: 

Hon. Henry Allen, former Gov. and 
Senator, delivered constructive and 
comprehensive talk the economics 
South America recent meeting the 
Wichita ACM. who heard Mr. Allen 
learned much concerning the natural re- 
sources, business methods and the outlook 
for trade relations between South America 
and the Following this splendid 
talk, Mr. Allen was quizzed number 
the members and many additional points 
were explained and clarified. 


Boston: 


Edward Thomson, Pres., The Federal 
Land Bank, Springfield, Mass., was the 
guest speaker the dinner meeting 
the Boston CMA Apr. discussed 
“Financing New England Agriculture.” 


Jane Sweaf 


New York—When past NACM Pres. 
Bosschart, looked the direction 
New York 1939 for Credit Woman 
Executive head the National Credit 
Women’s Executive Comm. for the unex- 
pired term ending June 1939, chose 
Jane Sweaf, who the head her own 
concern which engaged collection and 
adjustment work, and when NACM Pres. 
Charles Wells made his selections 
reappointed Miss Sweaf for the term end- 
ing the Toronto Credit Congress. 

Like many other New Yorkers, Miss 
Sweaf not native, having been born 
Detroit and spent most her child- 
hood Saginaw, Mich. Interested from 
the beginning the business world, she 
was able grasp opportunity despite 
lack commercial training and began 
work for piano concern. This meant 
reporting for duty 6:45 each morning— 
six days week—and enrolling 


evening school for the study stenog- 
She then 


raphy and typewriting well. 
joined the Medville 
Clark Piano Co. 
Chicago 
eastern and foreign 
distribution from its 
New York office. 
ith her parents’ 
blessing she came 
East but the big city 
held obstacles 


one whose work 
extremely 
ing. Between Janu- 


ary 1911 and August 

1931 she climbed the business ladder from 
stenography and bookkeeping the office 
and credit managership, and finally be- 
came Treas. the firm’s eastern division, 
with such additional responsibilities 
recordings prominent artists. With the 
advent radio the interest the general 
public player pianos declined and Miss 
Sweaf thereupon moved upward again and 
organized her own concern. 

1918 she became active member 
the Music Co. and was early 
member the Credit Women’s Group, 
serving Chairman for three consecutive 
terms and co-organizer and first chairman 
the National Association’s Glee Club. 

Other Assn. activities felt her influence 
well. 1929 she headed the Credit 
Women’s Committee the Fraud Preven- 
tion Fund Campaign. Later she was 
organizer the Helen Pouch Scholar- 
ship Credits and Collections, which 
now being sponsored many Credit 
Women’s Clubs throughout the country. 


Besides her service Chairn 
National Credit Women’s Exec. 
the past year and part 
term, when she served out the 
portion the 1938-39 season, Miss 


the 
for 


committee since 1936. She will, 


Congress since many matters 
will the agenda for ‘he 
Women Executives 


Los Angeles: 


Apr. the Zebras under 
Bob Harrell, Quality Brands, wer 
hosts 600 guests their 1940 Spring 
Dance the Breakfast Club. 
evening Zebra pins were awarded 
new members the Order. 


During the 


Milwaukee: 


Five lowly mules were initiated into the 
Milwaukee Herd, Chapter 19, ROZ, the 
dinner meeting the Hotel Schroeder 
Mar. 25. included: Leo Sorenson, 
Geo. Ziegler Co.; Art Eberhardt, 
Sielaff Paper Co.; Terry Turner, Phoenix 
Hosiery Co.; Roger Johnson, Pate Oil 
Mutuals. 


Pittsburgh: 


The local Credit Women’s Group and 
the Industry Credit Groups were invited 
join the local herd ROZ its April 
get-together Park Lodge. 
entertainment and cards featured the 
occasion, 


Houston—J. Harold Bell, Pres., Houston 
ACM, and former Credit 
Lumber Co., has been promoted 
Mgr. his company. 


Atlanta—R. Clement, who for some 
time was assist. vice pres. charge the 
credit department, has been advanced 
the post vice pres. with the Citizens 
Southern National Bank this 
Clement one the youngest men ever 
achieve active vice presidential job 
major bank. 


transferred the general office 
Standard Oil Co. Pa. Philadelphia 
manager. Mr. Schramko was 
member the local petroleum group 
credit manager and his 
ceeded the credit manager post 
burgh. 
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Miller, for several years Credit 
the Fort Pitt Supply Co., has been 


John Auch has been promoted the 
position Asst. Treas. the Pittsburgh 
Coal Co. Mr. Auch will continue Di- 
rector Credits addition his new 


ies. 


Gee, State-Planters 
Bank and Co., has been elected Asst. 


Cashier his institution. 

Phelan, Sec. the local 
elected Pres. the Detroit 
the field Assn. and Trade organizations, 
such rec ‘ition distinct honor. 


Beatrice, Boomer has been 
Credit Mgr. the Dempster 
Mill Mfg. Co., succeeding Mr. Harmon, 
deceased. 


Ateer Co., was elected the position 
Sec.-Treas. his company Mar. 26. 


James McDonald 


Salt Lake City—A pioneer candy manu- 


facturer passed away Wednesday, 
March this city when James Mc- 
Donald, 74, died after four weeks ill- 
ness bronchial pneumonia. Mr. 
Donald was active many local and state 
organizations and was one the founders 
the Utah ACM, now known the 
Intermountain ACM. the NRA 
period was administrator the candy 
manufacturing industry the 12th dis- 
trict. survived widow, three 
sons, three daughters, ten grandchildren, 
brother and sister. 


Fred Wattles 


Sioux City, la—Fred Wattles, former 
executive the Hopper Furniture 
Co. this city, died here early April. 
was one the organizers the Inter- 


state ACM, and served twice its Pres. 


its early days, well Director 
several occasions. was well known 
NACM members frequent attender 
national conventions. 


Lee 


Seattle--A man prominent the business 
and civic life Seattle, and member 
the ACM for many years, was lost 
when Lee, Pres. the Clint Lee 
Co., passed away this city recently. His 
death was distinct loss his family, the 
and the city. 


Fred Arnold 


Arnold, Treas. the 
Boston (MA, and its Adjustment and 
Credit Bureaus, died Mar. 
his home, Dalrymple St., Jamaica 


Plain. 


Funeral services were held 
Wednesday, April the Boylston Con- 
gregational Church. survived his 
widow and one daughter. the Boston 
CMA represented the Ludlow Manu- 
facturing and Sales Corporation. was 
director the local Assn. from 1932- 
1938, inclusive, and Asst. Treas. the 
Assn. and its Adjustment and Credit 
Interchange Bureaus 1937. 


Fred Grimes 


Mishawaka, Grimes, 
Treas. the Mishawaka Rubber Woolen 
Manufacturing Co., died Mar. here 
after short illness. Death was caused 
coronary thrombosis. survived 
his wife, daughter, sister and two 
grandchildren. Burial was the Fair- 
view mausoleum. Mr. Grimes was 
member the Fellowship Club and the 
Ball-Bank Foremen’s Club, well the 
South Bend ACM. 


Young 


Honolulu—N. Young, for many years 
Sec. the Honolulu ACM, died suddenly 
Mar. had retired during the 
summer 1939, being succeeded that 
time Henry Helbush. survived 
one daughter who resides San Fran- 
cisco, Cal. 


Floyd Shaw 


Oakland—Floyd Shaw who 
iated with the Wholesalers Credit Assn. 
Oakland the capacity accounting 
and office manager, died suddenly Mar. 
here. survived his widow. 


the first course offered 
this newly organized Chapter Credits 
Collections, have been enrolled. 

Boston—At the first meeting the 
spring season, Mar. 19, the speaker was 
Prof. John Scammell Boston Univ. 

Detroit—The Credit Women’s Group are 
sponsoring Scholarship the Institute. 
new Constitution and by-laws were 
adopted the Apr. meeting, when Ad- 
just. Bur. Mgr. Wm. Starr covered the 
history and functioning the Bureau. 

Was Credit Man” 
was the subject offered the top notch 
program the Apr. meeting. The 
speaker was McLaughlin Indian 
Refining Co., formerly their credit 
for years and now sales work. 

Louisville—At recent Chapter meeting, 
Klippel, Cred. Mgr., Van Camp 
Hdwe. Iron Co. Indianapolis, talked 
“Streamlining Your Credit Dept. 
Through Apr. the 
Chapter held its annual spring dinner. 
ter Billion Dollar followed 
“Prof. Quiz” Contest, floor show and 
music. 


New York—The first “Credit Quiz” 
forum was successful that the Chapter 
followed with another the Mar. meet- 
ing. The experts who participated were: 
David Golieb, International Hdkf. Co., 
Quiz Master, assisted Joseph Ruba- 
now, P., Manufacturers Trust; Mel- 
ville Jackman, Edmund Wright-Ginsberg; 
Earle Killeen, Brand Oppenheimer; 
August Weiss, Lehigh Valley Coal Sales. 
the Apr. final forum, Eugene 
Van Houton McKinsey, Wellington 
Co., industrial engineers, spoke “The 
Business Doctor.” 500 members 
the Chapter’s new roster. 

Pittsburgh—The Chapter being con- 
gratulated for its excellent booklet an- 
nouncing the spring program. 
forum Apr. 11, Christy, Cred. 
Arbuthnot Stephenson Co., spoke 
“Canons Commercial Ethics.” 

Rochester—A full attendance the final 
forum Apr. heard Carl Henrikson, 
Jr., NACM Director Educ., talk “In- 
flation and Its Relation Credit.” 

St. Paul—The course Problems 
Credit Management has just been com- 
pleted. Every member the class who 
originally registered took the final ex- 
amination and satisfactorily completed the 
course. 

Salt Lake City—At the first Chapter 
meeting, Chauncey Call was elected 
Pres. Other officers are: P., Virginia 
Pace; 2nd P., Shephard; Sec., 
David Rogers; and Treas., Mr. DeKay. 
the Apr. meeting the Chapter heard 
Ray Wilson, 1st National Bank, talk 
National Association Credit Men.” 
Registration the Institute has reached 
total 52, 

Spokane—The local Chapter 
cently been organized with enrollment 
students the courses. Officers are: 
Pres., Chas. Adams; Vice Pres., Harold 
Lund; Sec., Wm. Moore; Treas., Robert 
Briscoe. 

Tacoma—A good registration has been 
reported the local Chapter. Courses 
are carried cooperation with the 
College Puget Sound. 


Our Side 


Credit women plans 
Toronto Credit Congress 


drawing for the National Scholarship 
Award the Credit Women’s dinner 
Tues., May during the Toronto Credit 
Congress has been announced. Earlier that 
day, the annual Credit Women’s Breakfast 
will held, being presided over Jane 
Sweaf New York, Chairman the Na- 
tional Credit Women’s Executive Comm. 

Preceding this there will informal 
breakfast meeting Monday, May 20, 
for the Presidents all local Credit 
Women’s Clubs and the members the 
National Comm. 

Plans announced Chairman Sweaf 
for the Tuesday evening dinner Toronto 
include word that special table being 
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reserved for the wives 
local Assns. having Credit Women’s Clubs. 


Miss Bentley NACM staff 
wins poetry honors 


St. Louis—A unique distinction was ac- 
corded Catherine Bentley, member 
the staff the NACM Central Credit 
Interchange Bureau this city, when she 
was notified that one her poems had 
been chosen for selection the 1940 
edition the World’s Fair Anthology 
Poetry. Miss Bentley has previously been 
honored with inclus- 
ion her verses 
other recent anthol- 
ogies modern 
poetry. native 
Lincoln, she 
the daughter Mr. 
and Mrs. 
Bentley and grad- 
uate Lincoln 
S., Lincoln Business 
College, and Black- 
burn College Car- 
linville, 1937. 
She has been with the NACM Bureau for 
two years. sample 
her verses the following one entitled 

Like lovely lady 

white ball-gown 
our cherry tree 

She’s swaying the breeze 

melodies that 

Cannot hear, but only see 
Her movements she sways and bends, 

Pauses and begins again 
the moonlight. 


Pittsburgh: 


Election officers the Pittsburgh 
CWC scheduled for the May meet- 
ing, with reception for new officers listed 
for June the April dinner meeting, 
Wm. Theis, Pa. Mgr. International 
News Service, spoke 
Scenes”. program dance entertain- 
ment followed. 


Detroit: 


The annual Charity Bridge Party the 
Detroit CWC was staged the Statler 
Hotel Apr. the proceeds being di- 
vided between the Mercy Hall Cancer 
Clinic Detroit and the education 
credit work one woman credit execu- 
tive. Apr. the local group held 
joint meeting with the Business and Pro- 
fessional Women’s Club and the Zonta 
Club Windsor, Ont., which time they 
witnessed program films taken the 
King and Queen England their 1939 
tour Canada and the Twelve 
members the Club are expected attend 
the Toronto Credit Congress, May 19-23. 
The Club actively engaged member- 
ship drive the present time. 


Binghamton: 


The Triple Cities CWC held card 
party Apr. raise money for the 
educational fund with which permanent 


scholarship will established. Apr. 
the Binghamton Club the group heard 
Fred. Russell, Pres., Security Mutual 
Life Insurance Co. discuss “Something 
Tie To.” 


Phoenix: 


Alma Best, Stuckey Auto Supply Co., 
was chosen first president the recent 
organization meeting the Credit 
Women’s Club Arizona. Mrs. Best 
also Director the Wholesalers Credit 
Assn. Arizona. Sec. the new 
club the members chose Goldie Cornell 
the local Assn. 


New York: 


The moral phase credit was stressed 
Judge Jonah Goldstein his talk 
the monthly dinner meeting the New 
York CWG April 4th. record turn- 
out members, well officers and 
directors the New York CMA, were 
attendance. 

Announcement was made that applica- 
tions for the Helen Pouch Scholarship 
are exceeding all past records and the in- 
terest shown the applicants themselves, 
and the senior credit men and women 
behalf their assistants, gratifying 
evidence the benefits such Scholar- 
ship. 

Pearl Rose Knoll, Group Chairman, was 
speaker the Mar. dinner meeting the 
New Jersey CWG. This Group newly 
formed this year and Mrs. Knoll traced 
the beginnings the New York Group 
and explained its organization and func- 
tioning guide for the New Jersey 
women, who, however, are making marked 
strides their first year organization. 


Philadelphia: 

“Women Business” was the subject 
the address Mrs. Mary Roebling, 
Pres. the Trenton Trust Co., when she 
appeared before the April 11th dinner 
meeting the Philadelphia CWC. Mrs. 
Roebling the only woman bank presi- 
dent the East, and also the only 
woman member well holding the post 
Vice Chairman the New Jersey Un- 
employment Compensation Commission. 


Syracuse: 


Alden Sherry, President the Morris 
Plan Industrial Bank Syracuse, was the 
guest speaker the Syracuse CWG April 
dinner meeting. Mr. Sherry served with 
the 94th Squadron the AEF air forces 
during the World War and now 
member the local Advisory Council 
Civil Aeronautics, which was the subject 
discussed the meeting. active 
business, civic and banking circles 
this city. 

Under the chairmanship Beatrice 
Millane, who was recently elected, 
ness meeting was also held. Other club 
are follows: Vice Chairman, 
Miss Alice Kent; Secretary, Miss Dorothy 
Allen; Treasurer, Miss May 


Editor, Miss Marie Arnold; 


Chairman, Miss Charlotte 
Chairman, Miss Katherine 
tendance Chairman, Miss Helin 
Publicity Chairman, Miss 
Long. 


San Francisco: 


the regular monthly meet 
local CWC Apr. 10, the mem 
address Josephine Taylor, 
Director, who chose the topic: 
and Our Young Women 
Frances Corrigan Ferretta was 
the delegate represent the 
Credit Congress Toronto. 


elected 


Seattle: 


New officers were chosen the 


meeting the CWC and Lyal 


Edwardsen the Bridge Clinic, who 


named Pres., was also chosen 
the Club the Toronto Credit Congress, 
The other officers who will installed 


the May meeting, together with Miss 


wardsen, are follows: Vice Pres., Ellen 
Sperry, Seattle First Bank; 
Treas., Verna Smith, Kristoferson Co, 


Toledo: 


its second monthly dinner meeting the 


Toledo CWC heard Carl Bruns 


Merchants Credit and Adjustment Co., who 
also presented motion picture made 
the National Retail Credit Assn. which 
depicted the compiling credit informa- 
tion individuals. program music 
and singing under the direction Mary 
Kay Becker was another feature the 
evening. 


Des Moines: 


Another club was added the growing 
list when Mar. the credit women 
the Des Moines ACM organized here. 
Officers chosen serve until Sept. 
are: Eva Swanson, Beaver Valley 
Milling Co.; Vice Pres., Gertrude Osheim, 
Lindfelt Mfg. Co.; Sec.-Treas., Irene In- 
gersoll, Sidles Co. Committee chairmen 
are follows: Membership, Ruth Ros, 
Des Moines ACM; Entertainment, 
Warden, The Armand Co. 


Newark: 


Ella Saunders, Chairman the 
Division, New York Chapter, American 
Institute Banking, outlined the progress 
business women during the years 
before the April 9th meeting the New 
Jersey CWC here Loft’s Restaurant 
Mrs. Saunders pointed out that 
women are now engaged business 
this country. The meeting was under the 
chairmanship Roselyn Harrison 
Mapes Sprowl. The May meeting 
the club will held together with the 
annual dinner the ACM heat 
NACM Executive Manager Henry 
Heimann. 
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Minneapolis: 

The MWCW Club met the YWCA 
April 11, with Harriet O’Brien, Cream 
Wheat Company, President, presiding. 
After the dinner Florence Burton the 
State Department Labor and Industry 
spoke “How Minnesota Meets its Labor 
Problems.” Officers for the coming year 
were elected and the competitive examina- 
tion for the Esther Parsons Scholarship 
was announced. 


Ruth Hoctor, NACM 
Comptroller, honored 


New York—A special honor was received 
Ruth Hoctor, NACM Comptroller and 
Asst. Treas., when the Feb. edition 
the New York World-Telegram carried 
biographical sketch, together with her pic- 
its regular column the women’s 
page “The Fair Side Business.” The 
text which ‘appeared follows. was 
signed article, written Laura Hazard 
Brown. 

“Miss Ruth Hoctor, Comptroller and 
Asst. Treas. the NACM, holds job 
that never before was held woman. 
calls for keen handling intricate fig- 
ures, directing the entire accounting de- 
partment the Assn., passing orders 
and bills, making out the financial state- 
ments and checking and paying the neces- 
gary social security taxes—all things that 
most women shun. 

“In her business dealings the feminine 
Miss Hoctor comes contact with bankers, 
manufacturers, jobbers 
‘However, don’t find that femininity gets 
way all,’ she commented. 

“Serving stenographer for the com- 
pany was her first real job after gradua- 
tion from school, and before she knew 
she was promoted bookkeeper and then 
Two years ago, when her boss 
she was moved into the position 
which she holds present. She modestly 
insists, however, that any woman could 
the same thing—given the opportunity. 

“Oddly enough, she never liked book- 
school and saw reason for 
taking the course, certain that her knowl- 
edge never would put use. Stenog- 
was her favorite study. Following 
her fast promotions, she returned col- 
lege for accounting course and later 
tutored keep step with her job. 

“This young executive sounds cheerful 
for career girls interested her pro- 
“‘I think men have gotten over 
the idea that women should not hold this 
type job,’ she commented. find them 
nice and cooperative.’ 


Credit Executive with years credit 
and office management desires 
with jobber manufacturer. 
Can secure additional business with mini- 
mized losses. Record collections. Good 
accountant and office manager. Capable 
handling large staffs. For full informa- 
address Box 51, Credit and Financial 
Management, Park Ave., New York. 


—only because Your 


Insurance Agent did His job well ... 


were tough customer sell. Didn’t 

want Dishonesty Insurance. Said you hired 
only honest men—you were sure that. But 
you finally bought the policy. 


Today you’re glad you did—glad that your 
you. You’re pleased, too—at the prompt and 
equitable way the U.S. settled your claim. 


cated throughout the country. He’s touch with 
countless business and personal insurance prob- 
lems. It’s his job help you. Look him 
the telephone book—and give him call, today. 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 
HOME OFFICES: BALTIMORE 


“Consult your Agent Broker you would your Doctor Lawyer” 


When writing advertisers please mention Credit Financial Management 
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Industry Group Programs 


Toronto Credit Congress 


(Continued from 24) 
cago, Ill.; Roberts, Vick Chemical Co., Wil- 


mington, Del. 

Under the able leadership Chairman Rodriguez and 
his Committee, seven topics will presented covering 
many phases credit problems and activities the 
drug and chemical industry: “The Credit Manager 
Key Executive,” Jay, Canadian Kodak Co., Ltd., 
Toronto, Ont.; “Increasing Cedit Department Efficiency,” 
Stanley Thomas, Secretary, Credit Men’s Association 
Eastern Pennsylvania, Philadelphia, Man- 
agement Results,” Chas. Crumpton, Yardley Co., 
Ltd., Toronto, Ont.; “How Should Say Dr. 
Wilbur McKee, Associate Professor Business 
English, New York University, New York, Y.; 
“Credit Ballast,” Alfred Fleming, Director Con- 
servation, National Board Fire Underwriters, New 
York, Y.; “Credit and Sales Department Coopera- 
tion,’ Milette, General Credit Manager, Nyal 
Company, Detroit, Mich.; Open Inter- 
change Index,” led Ira Fash, Allen 
Wrisley Co., Chicago, 


Electrical Radio 


Chairman: Moor, Graybar Electric Co., Detroit, 
Mich. 

Vice-Chairmen: Simmons, Canada Wire Cable 
Co., Ltd., Toronto, Ont. Hoyt Smith, Car Parts 
Depot, Inc., Paso, Texas. 

Committee: Howard Almy, Collyer Insulated Wire 
Co., Pawtucket, I.; Wilder, Pass Sey- 
mour, Inc., Syracuse, 

unusual feature this program will quiz 
session conducted Rice, Manning, Bowman 
Co., Meriden, Conn. Other topics which will pre- 
sented are “The Credit Man and His Relation Com- 
pany Finances,” Byron Haddy, Canadian General Elec- 
tric, Ltd., Toronto, Ont.; Returned Goods Prob- 
lem,” McNair, Stromberg-Carlson Telephone Manu- 
facturing Co. Canada, Ltd., Toronto, Ont.; “Eco- 
nomic Problems our panel discussion. 


industry luncheon scheduled for Wednesday 
12:30 


Fine Paper 


Chairman: Lee Vaughn, The Dudley Paper Co., 
Lansing, Mich. 

Vice-Chairman: Ed. Holmes, Lesh Paper Co., 
Indianapolis, Ind. 

Committee: Hardman, The Alling Cory Co., 
Pittsburgh, Pa.; McJilton, Butler Paper 
St. Louis, Mo.; Gene Roberts, Birmingham 
Prosser Co., Kansas City, Mo. 

Chairman Vaughn’s program will include “Does Un- 
wise Credit Produce Unfair Miss Olive 
Ottaway, Secretary, Toronto Graphic Arts Associa- 
tion, Toronto, Ont.; Credit Manager the No. 
Salesman,” Martin, Jr., Bradner Smith Co., 


Credit and Financial Management 


Chicago, “Does Fine Paper Credit Control Really 
troit Association Credit Men, Detroit, Mich.; Open 
Credit Department Problems.” 

outstanding speaker will also talk Wednesday 
the subject, “Are Today’s Fine Paper Credit Policies 
Meeting Today’s and there will open 
forum “Recent Trends Allowance Cash 
count.” 


Food Products Allied Lines Manufacturing 


Chairman: Frank Wheat, Federal Match Sales Corp, 
New York, 

Vice-Chairmen: Brigham, Jr., Pet Milk 
Corp., St. Louis, Mo.; Wagner, Colgate. 
Palmolive-Peet Co., Ltd., Toronto, Ont. 

Chairman Wheat announces the following program for 
Tuesday afternoon; “The Credit Manager the No, 
Salesman,” Page, General Manager, Western Can. 
ada Flour Mills, Ltd., Toronto, Ont.; “The Busines 
Outlook Our Industry,” Rhodes, 
Ltd., Toronto, Ont.; “Position the Small 
the Future Our Industry” and “Field 
ing Our Industry from the Viewpoint the Banker,” 
Speakers will announced shortly who will cover the 
last two subjects listed. 

industry luncheon scheduled for Wednesday 
12:30 M., and the entire afternoon will devoted 
discussion accounts. This feature the program 
the same the last year’s Credit Congress and has 
proved extremely interesting. 


Food Products Confectionery Wholesalers 

Chairman: Frank Gudgeon, Hills Bros. Coffee, 
Minneapolis, Minn. 

Vice-Chairmen: John Cullinan, Sawyer Biscuit 
Chicago, Raunick, Fairmont Creamery 
Co., Buffalo, Y.; Reading, Canada Dry 
Ginger Ale, Ltd., Toronto, Ont. 

Many interesting and worth-while subjects have been 
scheduled Chairman Gudgeon and his committee. 
McWilliams, I., Kelly, Douglas Co., Van- 
couver, C., will talk “Credit Its Relation 
Sales.” Marginal Accounts During Peak 
Periods,” will presented Ledbetter, Northrup 
King Co., Minneapolis, Minn.; “Special Credit De- 
partment Problems,” Hendrick, Secretary, 
Dietz-Morris Co., Oklahoma City, Okla.; “The Credit 
Executive Salesman,” Sullivan, The Quaker 
Oats Co., Peterborough, Ont.; Low Losses Make 
Successful Credit Willard Williams, 
Leggett Co., Buffalo, Y.; “Constructive Credit 
Department Assistance Customers” Howland, 
President, Fargo Bakery Co., Fargo, D.; “Credit 
Groups—Their Functions and Kenneth Wall, 
Pillsbury Flour Mills Co., Buffalo, 

speaker announced later will talk the im- 
portant and timely subject “Federal Surplus Commodities 
Corporation Food Stamp Plan.” 


Footwear 


Chairman: Ball, Brown Shoe Co,. St. Louis, Mo. 

Vice-Chairmen: Frank Knapp, Endicott-Johnson 
Corp., Endicott, Y.; Shannon, Weyenberg 
Shoe Mfg. Co., Milwaukee, Wisc. 
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Chairman Ball has selected several 
subjects including the fol- 
lowing, which will presented 
open forum discussion: Man- 
aging Shoe Credit Department” 
“Collection Methods and Procedure” 
“What Can About the ‘Re- 
turned Goods’ and “Are You 
Selling 


Furniture, Floor Covering, and Home 
Furnishings 

Because the limited attendance 
anticipated, was not felt advisable 
schedule meeting. Members the 
industry who are registered the 
Credit Congress are cordially invited 
attend and take part any the 
other industry meetings which they 
feel will interest them. 


Hardware Manufacturers 
Chairman: Willard Becker, Norton 
Door Closer Co., Chicago, 


Steel Wares, Toronto, 
Ont.; Harry Jackson, Amer- 
ican Corp., New 


Britain, Conn. 


ANALYSIS 


vee 


FRE AND ALLIED LINES 
CASUALTY COVERAGES 


ROYAL INSURANCE COMPANY, LID. 


Committee: Harris, Standard 
Tool Co., Cleveland, Ohio; 
Kierstead, Wiss Sons Co., 
Newark, J.; Munroe, 
Henry Disston Sons, Inc., Phil- 
adelphia, Pa. 

Among the 
scheduled for this industry are, 
1940 Credit Homer 
Marion, Reading Anthracite Canadian 
Co., Ltd., Montreal, Que.; “Financial 
Statements—Are They Imperative 
Hummel, National Screw Man- 
ufacturing Co., Cleveland, Ohio. 
Baldwin the Washington Service 
cuss the operation and activities his 
Department. 

Another important feature will 
report the Bad Debt Loss Survey 
which has been process compila- 
tion during the past sixty days. 

Chairman Becker will shortly an- 
nounce number other talks which 
will presented his program. 


Hardware Wholesalers 
Chairman: Holland, Moore- 


Handley Hardware Co., Birming- 
ham, Ala. 

Howden Son, Ltd., Toronto, 
Ont.; Ley, Supplee-Biddle 
Hardware Co., Philadelphia, Pa. 

Committee: Heath, Hunt 
Mottet Co., Tacoma, Wash.; 
Klippel, Van Camp Hardware 
Iron Co., Indianapolis, Ind.; 
Weesner, Richards-Conover 
Hardware Co., Kansas City, Mo. 

Chairman Holland’s program will 

Successful Credit Policy from 

Wholesale and Retail Standpoint” 

Co., Ltd., Toronto, Ont., followed 

“Qualifications Today’s Credit 

Manager,” Klippel, Van Camp 

Hardware Iron Co., Indianapolis, 

Ind.; “Credit Interchange,” Roy 

Colliton, Director, Credit Interchange 

Bureau Department, M., St. 

Louis, Mo.; “Are Present Credit Poli- 

Matthews, Wholesale Hardware As- 

sociation, Toronto, Ont.; 

ship,” Dan Bosschart, Eng-Skell 


CREDIT REPORT” 
YOUR Insurance Set-Up 


and obligation-free you may obtain 
from any agent the Royal-Liverpool Groups 
Insurance Survey and Analysis which will— 


(1) show the insurable hazards peculiar your busi- 
ness, the extent which they are now covered, 
and breakdown your insurance costs; 


(2) point out any weakness your insurance pro- 


tection; 


(3) submit recommendations which may reduce the 
cost your insurance program provide for 
more efficiently. 


Why not let local representative the Royal-Liverpool 
Groups demonstrate his ability serve you means such 
Survey and Analysis? 


GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN FOREIGN INSURANCE COMPANY BRITISH FOREIGN MARINE INSURANCE COMPANY, LTD. CAPITAL FIRE INSURANCE COMPANY CALIFORNIA 
THE LIVERPOOL LONDON GLOBE INSURANCE CO., LTD. THAMES MERSEY MARINE INSURANCE COMPANY, LTD. QUEEN INSURANCE COMPANY AMERICA 
THE NEWARK FIRE INSURANCE COMPANY FEDERAL UNION INSURANCE COMPANY ROYAL INSURANCE COMPANY, LTD. STAR INSURANCE COMPANY AMERICA 
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OVERDUE 

ACCOUNTS 

“SETTLE 
FASTER 


when you send 
Postal Telegrams! 


REDIT Managers every 

business have discovered 
that Postal Telegrams collect 
nine out ten overdue 
less than the amount 
involved! Test this. Pick ten 
your tough accounts and 
watch Postal Telegrams col- 
lect them! 


Postal 


Co., San Francisco, Calif.; “Interest- 
ing Experiences Credit Manager,” 
Fensom, Watkins Cottrell Co., 
Richmond, Va.; “What You Can Ex- 
pect from Your Credit Association,” 
Schneider, Louisville Credit 
Men’s Association, Louisville, Ky. 

The last item the program for 
Wednesday afternoon will open 
forum during which every one at- 
tendance will given opportunity 
present their particular problems 
and ideas for discussion. 


Insurance 


Chairman: Don Campbell, Continental 
Insurance Co. Y., Chicago, 
Ill. 

Vice-Chairmen: Raymond Ellis, 
Fireman’s Fund Insurance Co., 
San Francisco, Calif.; Alfred 
Fleming, National Board Fire 
Underwriters, New York, Y.; 
Dillard Hall, United States 
Fidelity Guaranty Co., 
more, Md.; Ambrose Kelly, 
American Mutual Alliance, Chi- 
igan 
Detroit, Mich. 

Secretary-Treasurer: McClure, 

Lumberman’s Mutual Casualty 

Co., Chicago, 
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meeting will convene 10:00 
Tuesday and continue throughout 
the day, with luncheon 12:30. 

Laurence Falls, American Insur- 
ance Company Newark, New Jer- 
sey, Ambrose Kelly, American Mu- 
tual Alliance, Chicago, and Alfred 
Fleming, National Board Fire Un- 
derwriters, New York City, are 
scheduled for addresses. Mr. Kelly 
will talk the Insurance Man 
Should Know About Credit,” and the 
subject Mr. Fleming’s address will 

Moran, National Association 
Credit Men, Chicago, will speak 
“Credit Association Contacts.” 
outstanding Canadian speaker who will 
present the subject Canadian In- 
surance-Credit Situation” being se- 
cured. 

report will also made the 
“Fact-Finder” and Insurance State- 
ment Form. 


Iron and Steel 


Chairman: Woollenweber, 
Wheeling Steel Corp., Wheeling, 
Va. 
Vice-Chairmen: Brayley, Samuel 
Son Co., Ltd., Toronto, Ont.; 
Brennon, Paper Calmenson 
Co., Inc., St. Paul, Minn. 
Committee: Early, Truscon 
Steel Co., San Francisco, Calif.; 
nois Steel Corp., Pittsburgh, Pa.; 
Tearney, Inland Steel Com- 
pany, Chicago, 
Chairman Woollenweber announces 
full and interesting program, includ- 
ing: “Credit Department Procedure,” 
Foley, Republic Steel 
Cleveland, Ohio; Rates Ver- 
sus Cash Discount,” Weir, Na- 
tional Association Credit Men; New 
York City; “Inventory Control 
Credit Management,” Moylan, 
American Steel Wire Co., Chicago, 
“What the National Association 
Credit Men Can for the Steel 
Industry,” Moran, National As- 
sociation Credit Men, Chicago, 
and “Influence Earning Power 
Credit Policy,” Langley, Drum- 
mond, McCall Co., Ltd., Montreal, 
Que. 
There will industry luncheon 


Jewelry and Giftware 
Chairman: Day, Bulova Watch 

Co., Ltd., Toronto, Ont. 
Sales installment the jewelry 
industry now comprise important 


percentage sales volume. The 
subject “Installment Credit the 
Jewelry Trade” will 
Adam Purves, The Levy 
Ltd., Hamilton, Ont. 
Chairman Day will announce 
speakers the near future. 


Machinery and Supplies 


Chairman: Ryan, Pratt 


Whitney, Hartford, Conn. 

Vice Chairmen: Oscar Iber, 
Co., Chicago, Jeane, 
Canadian Fairbanks Morse, 
Toronto, Ont.; Marron, 
Yale Towne Mfg. Co., 
delphia, Pa. 

Committee: Gausby, Warner 


Swasey Co., Cleveland, 


Mfg. Co., Chicago, 

Chairman Ryan and committee have 
prepared excellent program which 
includes the following formal 
tions: “Prevailing Distribution 
cies and their Effect Upon Credit 
Structure” Howard Almy, 
yer Insulated Wire Co., Pawtucket, 
I.; “Financial Statements their 
Applications the Granting Credit” 
Toronto, Ont.; “Credit European 
Swasey Co., Cleveland, Ohio; “Cash 
Bachner, Chicago Molded Prod- 
ucts Co.; “Are You Operating Vari- 
ous States?” Sturtz, Joslyn 
Mfg. Supply Co., Chicago, 
“Fraud Commercial Business” 
Roy Foulke, Dun Bradstreet, 
Inc., New York, Y.; “Problems 
Conditional Sales” .W. Willard, 
Creamery Package Mfg. Co., Chicago, 
Ill.; and “The Canadian View 
Heavy Equipment Time Mine 
Operators” Byrd, Canadian 
Ingersoll-Rand Co., Ltd., Toronto, 
Ont. 

Many other topics will covered 
open forum discussion time 
mits, including: Constitute 
counts”; “Do You Interest Yourself 
“We Will Pay 
You When the Government Pays Us”; 
“Educational Orders”; “C. 
Shipments”; and “Charges all 
Drafts.” 


Meat Packing 
Chairman: Carrier, Agar Pack- 
ing Provision Corp., 
Vice-Chairmen: Black, Swift 


Toron 
ginal 
tion” 
Co., 
Pain 
Cha 
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all 


Co., So. San Francisco, Calif. 
Cyril Hayes, Schneider 
Sons, Ltd., Kitchener, Ont. 

Brock, Canada Packers, Ltd., 


Toronto, Ont., will extend greetings 


visiting members the meat pack- 
ing industry and will also talk 
“Some Views Credit Control.” 

Other interesting talks which have 
been scheduled include: Mar- 
ginal Accounts Safely” Dever, 
Swift Canadian, Ltd., Toronto, Ont.; 
“Credit-Sales Department 
tion” John Tee, Fowlers Canadian 
Co., Ltd., Hamilton, Ont.; “Qualifi- 
cations Today’s Credit Executive” 
Smith, The Whyte Packing 
Co., Ltd., Stratford, Ont. 

Chairman Carrier will conduct 
open forum topics announced 
later. 


Paint, Varnish, Lacquer Wallpaper 

Chairman: Rhell, John 
Lewis Bros. Co., Philadelphia, 
Pa. 

Vice-Chairman: McKeown, The 
Lowe Bros. Co., Ltd., Toronto, 
Ont. 

Committee: Wm. Lang, Devoe 
Raynolds Co., Inc., Brooklyn, 
Y.; Dwight Sherburne, Burd- 
sall Co., Indianapolis, Ind.; John 
Charles, United Wallpaper 
Factories, Inc., Chicago, 

Chairman Rhell, who also chair- 
man the credits and collections com- 
mittee the National Paint, Varnish, 

and Lacquer Association, presents 

program which will interest 

all divisions the paint and wallpaper 
industry. The Tuesday afternoon ses- 
sion will open with message from 

Ernest Trigg, President, National 

Paint, Varnish, and Lacquer Associa- 

tion, Washington, 

Mr. Trigg’s address will followed 


“Cooperation Salesmen with 


Credit Department” Claud Faux, 
Montreal, Que.; 
“Constructive Credit Department As- 
sistance Customers” Wm. 
Lang, Devoe Raynolds Co., Inc., 
Brooklyn, Y.; “Are the Present 
Credit Policies Our Industry 
Sound Edw. Graffenberger, 
Plate Glass Co., Milwau- 
kee, Wis.; “Selling Marginal 
counts Safely” Graham Roth- 
weiler, Murphy Varnish Co., Newark, 
Whittaker, Sherwin Williams Co., 
Ltd., Montreal, Que.; “Present Day 
Credit Problems Our Industry from 
Legal Angle” Mitchell Ship- 


man, Counsellor Law, New York, 


“Interesting and Unusual Ex- 
periences Credit Manager,” John 
Charles, United Wallpaper Fac- 
tories, Inc., Chicago, 
Statements—Are They Imperative 
Ralph Routzahn, Indianapolis Paint 
Color Co., Indianapolis, Ind.; and 
“Our Most Important Credit Prob- 
lem for 1940” John Stoehr, Jr., 
Watson-Standard Co., Pittsburgh, Pa. 

Mr. Rhell will close the Wednesday 
afternoon session with presentation 
“How Can Your National Credit 
Committee Best Serve Our 


There will industry luncheon 


Paper Products and Converters 


Chairman: Burry, Wayne Paper 
Box Printing Corp., Ft. 
Wayne, Ind. 

Robinson, Ltd., Toronto, 
Ont.; Wylie, Container Corp. 

Committee: Tuttrup, Northern 
Paper Mills, Green Bay, Wis.; 
Hennessee, Inland Con- 


tainer Corp., Indianapolis, Ind. 


Call—Always! 


The dependable advice and counsel the trained airport dispatcher 
are always available the pilot his plane wings over the skyways. 


Similarly, the experienced counsel and help Standard agent 
broker are always readily available bank business. Capable, 
friendly, thorough help you choose correct coverages, recom- 
mend possible economies, and help you out trouble when mishaps 
occur. He’s good man know and he’s call—always! 


Standard Detroit, through its representatives everywhere, insures 
against financial loss consequent embezzlement; forgery; bur- 
glary; robbery; injuries employees public; automobile acci- 


dents; and similar hazards. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Since 1884 
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The program for this industry 
rapidly taking form under the able 
leadership Chairman Burry. 

Ltd., Toronto, Ont., will speak 
“The Credit Executive the Paper 


Robinson (Canada) Ltd., Tor- 
onto, Ont., will speak “Unemploy- 


ment and Health Its 
Principles and Practices Great 
Britain.” 


open forum scheduled for 
Wednesday afternoon with Dan Jack- 
son Eddy Paper Corp., Chicago, 
Ill., discussion leader. 


Petroleum Refiners 


Co-Chairmen: Butcher, Cities 
Service Oil Co., Chicago, IIL; 
Stockton, The Atlantic Re- 
fining Co., Philadelphia, Pa. 

Vice-Chairmen: Hampton, The 
Texas Co., Chicago, 
Hartline, Standard Co. 
Calif., San Francisco, Calif.; 
McCoy, Gulf Oil Corp., Pitts- 
burgh, Pa.; Ralph Roberts, 
British American Oil Co., Ltd., 
Toronto, Ont. 

This year’s meeting under the joint 
chairmanship Messrs. Butcher and 
Stockton promises outstand- 
ing success. much larger attendance, 
particularly from the eastern section 
the country anticipated, since the 
eastern refiners, who have heretofore 
held district meeting the spring 
months, have decided combine 
with the meeting the industry 
Toronto. 

Price, Cities Service Oil Co., 
Ltd., Toronto, Ont., will speak 
“Constructive Credit Department As- 
sistance Customers,” while the sub- 
ject “The Canadian Foreign Exchange 
Control Board” will presented 
Sun Oil Co., Ltd., 
Toronto, Ont. number open 
forum discussions are planned includ- 
ing: “Cash Discounts and the Robin- 
son Patman Act”; “Credit Problems 
Arising from Transport Deliveries 
Dealers”; “Report Progress St. 
Louis Plan”; “Methods Reducing 
Old Accounts While Selling Current- 
ly”; “Controlling Credit Violations,” 
and “Fuel Credit Problems—(a) 
Degree Day System, (b) Route Sys- 
tem.” 

There will industry luncheon 


Plumbing and Heating 
Chairman: John Brown, Jr., Hajo- 
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Corp., Philadelphia, Pa. 

Vice-Chairmen: Griffiths, Inter- 
national Heater Co., Utica, 
Y.; Roberts, Trane Co. 
Canada, Ltd., Toronto, Ont. 

Committee: Booth, Lennox 
Furnace Co., Syracuse, Y.; 
Daugherty, Crane Co., Wich- 
ita, Kansas; Phillips, Globe 
Machine Supply Co., Des 
Moines, Iowa. 

which Chairman 
Brown has scheduled are direct and 
immediate interest credit executives 
the industry. They include: “Are 
the Credit Policies Our Industry 
Sound?” Goforth, Cana- 
dian Institute Plumbing and Heat- 
ing, Montreal, Que.; “Present Day 
Credit Problems” Ritchie, 
Crane Co., Cleveland, Ohio. Profes- 
sor Parkinson University 
Toronto will also make address 
subject announced later. 

very interesting forum “Branch 
House Credit Management” will 
conducted Swan, General 
Credit Manager, American Radiator 
Standard Sanitary Corp., Pittsburgh, 
Pa. Two other open forums are 
planned with subjects and speakers 
announced later. 


Public Utilities 


Chairman: Offer, The Detroit 
Edison Co., Detroit, Mich. 
Vice-Chairman: Naber, Buffalo 
Niagara Electric Corp., Buffalo, 

Committee: Peterson, Puget 
Sound Power Light Co., 
Seattle, Wash.; Seidel, 
Rochester Gas Electric Corp., 
Rochester, Y.; Smith, 
New Orleans Public Service, Inc., 
New Orleans, La. 

The program given here for the pub- 
lic utilities group meetings, has been 
arranged the planning committee 
and the officers the public utilities 
group. these men are active 
credit and collection work, they are 
well qualified select instructive and 
interesting subjects for papers and dis- 
cussions. 

Utility companies can therefore 
assured that the representatives which 
they send the Congress should ac- 
quire new ideas and plans for improv- 
ing collection and credit systems, 
well learn methods and policies 
which will establish better public rela- 
tions. 

The speaker assigned each the 
subjects was chosen because has 


made thorough study that 
ticular subject. 

Four sessions are planned, for Mop. 
day, Tuesday, Wednesday and 
day afternoons. The Monday 
will open with address 
Electric System, Toronto, Ont., 
will followed by: Report 
ning Committee Chairman 
Hahn, The Ohio Fuel Gas 
cial Statement”—As Tied with 
Public Utility and 
“Collection Results Obtained 
Change Company Policy and 
ter Understanding with the Public’ 
Cook, Windsor Utilities Com. 
mission (Hydro Division), Windsor, 
Ont. 

The following subjects are scheduled 
for Tuesday: “Job Evaluation” 
Maxwell, Canadian Kodak 
Ltd., West Toronto, Ont. “Appliance 
Sales: Terms, Collections Repos 
wealth Edison Co., Chicago, and 
“What the Management Expects 
Its Credit Collections Department” 
Jackson, Mich. 

Wednesday, Smith, New 
Orleans Public Service, Inc., New Or- 
leans, La., will talk for 
Training Employees Credit 
lection Department.” will 
also presented “Better Letter 
Writing and Correspondence Gen- 
eral.” These formal presentations will 
any and all credit collection problems 
which those attendance desire 
present. 

The entire Thursday afternoon 
sion will devoted discussion and 
summary answers received from 
over fifty utility companies response 
questionnaires covering the 
ing subjects: Letters’; 
“Organization Problems Credit and 
Collection 
Relations”; 
and Other Credit Department 
ployees”; Relations”; and 
“Electric Home and Farm and Other 
Dealers.” 


Stationery, Publishing, School and 
Office Supplies 
Chairman: Ellins, Ryerson 
Press, Ltd., Toronto, Ont. 

Chairman Ellins has scheduled two 
formal talks for Tuesday: 
tions Today’s Credit Executive” 
Shofield, Gage Co., Ltd. 
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Toronto, Ont.; and “Collecting De- 
Accounts Retain the Good- 
will and Business Customers” 
Dutton, Luckett Loose Leaf, 
Toronto, Ont. There will 
detailed discussion following each 
presentation, and addition time will 
allowed for open forum discus- 
sion general credit problems. 


Textile 


Stevens Co., Inc., New York, 


Vice-Chairmen: Ely Callaway, Calla- 


way Mills, Ga.; 
Lloyd Vanbuskirk, Chipman-Hol- 
ton Knitting Co., Ltd., Hamilton, 
Ont. 


Chairman Eldridge announces one- 
day program for Tuesday afternoon. 
There will number speakers 
high caliber which will certainly com- 
mand the interest all members 
the industry. Among the subjects 
presented are: “The Problem 
the Embarrassed Debtor—Then and 
Now” Mortimer Davis, New 
York Credit Men’s Association, New 
York, Y.; “Method Recording 
Information for Credit 
John Hurst, Toronto Carpet Mfg. 
tive Credit Department Practices” 
Norman Fyffe, Mercury Mills, Ltd., 
Hamilton, Ont.; “Why Encourage the 
Shoe String Account and the Dishon- 
est Bankrupt Any Disguise?” 
Hosiery, Ltd., London, Ont.; and 
“The Operation Section the 
Canadian Bank Act” Wil- 


C., Barrister, Toronto, 
nt. 


Tourists Flock 


Over Canada’s Borders 


The Dominion Bureau Statis- 
tics has made available The 

Royal Bank Canada statistics 
Showing the number cars enter- 
ing Canada from the United States 
according the State reg- 
stration. The information collected 
does not give the origin cars com- 
ing into the country for less than forty- 
eight hours, but possible make 
quite definite statements concerning the 
State registration the million and 
one-quarter cars which have come into 


the Dominion for longer periods. 
1939, twenty-five per cent these cars 
came from the State New York 
and twenty-one per cent from Mich- 
igan. Approximately six and one-half 
per cent came from the State Wash- 
ington and six from Vermont; five 
per cent each from Ohio and Maine; 
four per cent from Massachusetts and 
Pennsylvania; three and one-half per 
cent from Illinois and two per cent 
from California and 
Eighty-five per cent the total num- 


ber automobiles which entered Can- 
ada the year came from these eleven 
States. Minnesota, Connecticut, Wis- 
consin, Indiana and New Hampshire 
each contributed less than two but 
more than one per cent the total. 
The sixteen States enumerated ac- 
counted for nearly ninety-two per cent 
the cars entering Canada 1939. 
The remaining two-thirds the 
States, together with the District 
Columbia, accounted for the balance 
eight per cent. 
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EXPORTERS 
FREE! 


complimentary copy the minutes 
our monthly Round Table Con- 
ference foreign credit, collection 
and exchange problems held May 
1940 the Hotel Pennsylvania, New 
York City, under the sponsorship 
the Foreign Credit Interchange 
Bureau will sent upon request. 
Order your free copy today. 


protects 


EXPORTERS’ PROFITS 


addition these monthly Round 
Table Conferences, the Bureau sup- 
plies its members with Foreign 
Credit Interchange Reports that tell 
the complete story how their 
foreign accounts buy and 
Weekly Bulletin that keeps members 
abreast all changes affecting foreign 
credit, collection and exchange con- 
ditions throughout the world 
Moral Suasion Service delinquent 
foreign accounts that 60% effec- 
tive and the privilege general 
lems generally Real Profit Pro- 
tection that has served exporters well 
for more than twenty years. 


Write Today! 


Sample reports bulletins sent upon 
request and without obligation. 


FOREIGN CREDIT 
INTERCHANGE BUREAU 


THE 


NATIONAL ASSOCIATION 
CREDIT MEN 


ONE PARK AVENUE 
NEW YORK, 


Credit and Financial Management 


It’s Not What Man 


Bullard, Special Writer, 
Center Valley, 


still strong figures have been 

compiled which include all private 

debt. One these sets figures 
gives the total private debt 1930 
125 billion dollars and for 1938 
billion dollars. This drop 26.4 
percent. What those figures may 
mean that there has been too great 
caution extending credit too 
great lack confidence the part 
business men when question 
increasing decreasing the amount 
owed. 

Back the 1890s there was busi- 
ness depression. man who owned 
large meat and grocery store, managed 
strictly cash basis, had overex- 
panded his effort control his 
sources supply. Partly because 
his inexperience the field pro- 
duction and partly because lacked 
sufficient capital for this type ex- 
pansion, was forced into bankruptcy 
when the bad times came. 

Working for him executive capac- 
ities were three young men. Between 
them, they had few thousand dollars. 
They decided form partnership 
and into business for themselves. 
Before locating, they made thorough 
survey all the cities which there 
appeared good opportunities for 
the type store they planned open. 
That they finally selected wisely was 
indicated the volume business 
they did the very start and the rapid 
rate growth that volume. 

Everything this store sold was sold 
for cash. Inventories were held down 
physical inventory was taken all 
stock the end each month. Yet, 
this firm found impossible pay 
all bills promptly. The reason was 
that they did not have much capital 
they needed finance large and 
rapidly growing business they 
were doing. 

Banks did not want advance 
money loans because the firm did 
not look like good credit risk 
them. The credit departments most 
the companies from which bought 
insisted upon being paid promptly 
cutting off credit entirely. There were 


show the credit the nation 


. 48 . 


few companies, however, which took 
different attitude. They studied the 
profit and loss statements submitted 
each month this new firm. The 
rate turnover the capital 
the stock was surprisingly high, 
The margin taken goods sold was 
satisfactory. The cost doing 
ness was low. The business could 
paid good return much larger 
capital than was actually 

However, because was new type 
store, one which looked more like 
experiment than normal busines 
firm, practical way was found 
raising more capital. those days, 
fact, money was shy. People who 
had money looked for safety 
These companies which did have faith 
this new firm realized that credit 
would have extended liberally 
the firm was remain business. 
Should everybody tighten up, only 
bankruptcy could result. So, some 
the companies took chance. They ac- 
cepted notes lieu cash accounts 
due them. The firm came owe 
more and more, yet, the profit and loss 
statements gave every reason 
lieve would able, time, meet 
all obligations. the time two 
stores were doing large volume 
business debts began reduced. 
fore those three partners died, the busi- 
ness was one the largest and the 
most profitable the 
ly, those companies which granted ex- 
tra credit when was urgently needed 
are still being given the preference 
when purchases are being made. The 
increased volume business which has 
come these companies during the 
past forty years and more has proved 
tidy premium. 

not what man owes, after all, 
that counts much his ability 
make profit. There was business 
founded 1896. The man who 
and two his successors started 
with little nothing and operated 
their first few years shoe 
may have been the fact they had 
little capital that caused them work 
hard they did and display much 
ingenuity getting the most out 
every dollar they had. any rate, 
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each these men was rather badly 

during the first years they were 
Only those who based the 
granting credit upon profit prospects 
rather than financial backing would 
extend credit. the start, each 
these men had paying all 
all say nothing about pay- 
ing them promptly. Yet, each them 
eventually made money. 

That company went out business 
1918 while was owned mil- 
Under his ownership, was 
always possible pay all bills prompt- 
ly. not enough was taken 
meet the bills, was just matter 
his putting additional money into 
the business. From the time bought 
it, however, never did show satis- 
factory profits. was one business 
which prospered just long each 
new owner found himself starting with 
the handicap being heavily debt. 
did not prosper when finally 
was bought man who was not 
hampered this way. 

When business firm debt, the 
management has way being keyed 
much greater effort than 
when there difficulty experienced 
meeting all obligations. The owner 
small department store told how 
had started business with $800. 
All sold the start was shoes but 
was ambitious and kept right ex- 
panding. Finally, the strain trying 
get out debt began get his 
nerves and decided get square 
with the world and build reserve 
would not have worry. 
1907 had accumulated large 
enough reserve carry him through 
any ordinary depression, even though 
the business showed loss. this 
money, however, was one bank. 
the fall 1907, that was the first 
-bank the city close its doors. That 
did him absolutely good. 
began look though would have 
close his store. However, man 
who had some cash available offered 

man entered another depres- 
sion owing money just had en- 
tered all the others. telling about 
the experience, however, insisted 
probably good thing. had 
work harder, had more think- 
ing, had make the business make 
the very best showing possible order 
pay back that loan. result, 
period years, the business 
showed better profit than would 
have shown had been able use 
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that reserve fund had planned. 
the time was able get back 
from the bank that money had 
hoped use emergency had 
paid off the loan and did not need it. 

would seem there are cases where 
the more business man owes the bet- 


ter credit risk. all de- 
pends upon how debt affects him. 
retail jeweler who started business 
with little capital was serious 
problem raise the money required 
pay his bills, who was seriously 
debt during the first years was 
business always was good credit risk 
because worked hard making 
the business show profit. the 
time reached old age, that business 
was prosperous condition. All 
bills could paid promptly and easily. 
would have seemed simple 
matter for his successor make 
it. 

The business now owned and man- 
aged his son. However, can hard- 
considered good credit risk 
was the early days when the 
debt situation might have appeared 
some more serious. son has 
never been forced, circumstances, 
work hard, concentrate the 


problem getting the most out 


each dollar his father was. Whether 
not the business will continue 
prosper, therefore, problem. The 
credit rating based upon assets bet- 
ter now than was fifty years ago. 
When based upon the ability the 
management make the business show 
profit, the story somewhat different. 

The fact that large percentage 
the greatest business builders 
this country started with nothing but 
the ability think straight and 
work hard, were burdened with debt 
for years but went steadily the lad- 
der would indicate that, many cases, 
least, what man owes the stim- 
ulant needed for greater and greater 
effort and bigger and bigger accom- 
plishments. 

The manager large wholesale 
establishment said that every now and 
then somebody working for the com- 
pany got the idea going into busi- 
ness for himself. one time, this 
house tried discourage its men from 
leaving and starting business. Too 
many them failed. the end, how- 
ever, changed its policy. found 
better encourage and help 
these men. each case sound ad- 
vice was given regard the initial 
stock. Inventories continued 


Credit’s 
Fourth “C” 


Credit executives are real- 


izing more and more the 


importance evaluating 
their customers’ fourth 
namely, “Insurance 
The Insurance 
Statement Form and close 
cooperation between the 
local agents and credit 
men are producing excel- 
lent results. 


Northern Assurance 
Agents, located every 
business community the 
United States, are happy 
give every assistance 
the collection insurance 
information. These thous- 
ands Northern Agents 
are qualified and compet- 
ent also assist the 
solving any insurance 
problems, including, 
course, those your own 
organization. 


There Northern Agent 
your locality. you 
not know him, will 
give you his name and 
address upon request. 


THE 


ASSURANCE LTD. 


135 William St., 


Chicago San Francisco 


FIRE 
INSURANCE 


New York 
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Credit 
Training 
the 


Home Study 


The next few years will see whole 
group executives controlling 
business. Your chance one 
them was never better—the require- 
ments were never more clearly outlined. 


viewpoint means obliv- 
ion for thousands executives— 
today you must have 
minute mastery certain underlying 
and business principles, and you 
must know how apply them the 
problems tomorrow. 


business men meet today’s 
ever-increasing demands for broader 
grasp basic credit 
the National Institute 
‘Credit has prepared home-study 
training course covering Credits and 
‘Collections. 


This course, designed give you the 
greatest amount credit training the 
‘shortest possible time, ideally suited 
the limited spare hours the busy 
man. Consisting lesson 
leaflets based recognized authori- 
tative text, printed lectures credit 
authorities, and typical credit problems 
from 
assignments can scheduled 
‘to suit your own convenience. 


you are engaged interested 
work, you not need 
the commercial and business struc- 
Now the time use this prac- 
means prepare for 
greater responsibilities just ahead. 


NATIONAL INSTITUTE CREDIT 
One Park Avenue, New York 540 


Please send full information about 
‘your course Credits and Collections. 


The policy which usually worked 
best was encourage each man 
large enough business relation 
the capital had available that 
would struggle pay his bills. 
The theory was that when man goes 
into business likely consider 
himself his own boss. has 
much capital never has worry 
about paying his bills, inclined 
take easy. The final result that 
fails, not because lacks ability 
capital but because has not worked 
hard enough making his business 
real success. has work hard, 
has get the most out every 
dollar order pay his bills, 
longer his own boss. cannot 
take easy. has work hard. 
must straight thinking. The 
business becomes his first consideration. 
ordinary degree business ability, 
only matter time before his 
business prosperous and probably 
growing larger and larger. 

man who had worked for num- 
ber years for successful retail 
grocery store got together all the money 
could and bought run down store. 
was business for himself but 
found had work night and day 
meet the bills owed. was part- 
pride which kept him going but 
what owed had much more 
with it. This man was not the type 
who would have worked hard 
had not been necessary so. 
would not have been necessary had 
started with two three times the 
capital did. was, succeeded 
building his business until was 
the largest and most prosperous retail 
grocery business his city. 

what man owes which has 
great deal with steadying him 
and stimulating him greater effort. 
The average employer knows that 
employe who has bought home and 
struggling pay for more de- 
pendable employee than was before 
bought that house. young doctor 
who independently rich may not 
make good impression his pa- 
tients the young doctor who has 
worked his way through college and 
medical school and starts practicing 
under heavy burden debt. The 
independently rich doctor can in- 
dependent with his patients. can 
take days off when does not feel 
like working. The doctor who has 
debts must pay has give first 
consideration his patients and 
treating them such manner 


make them like him better and bette, 
and have more and more confidence 
many our greatest physicians 
men who started with nothing 
the way money. 

does not seem matter what line 
work person may engaged 
reasonable amount debt has Way 
making him better man and 
things considered better credit 
Without the debt there not the cop. 
centration effort which necessary 
for the best possible results. 

traveling salesman decided 
knew enough about business map. 
age one his own. had inherited 
some money and also saved some. The 
total was ample capital for the 
got his business started, become the 
executive. figured would the 
heavy thinking and hire others 
the heavy work. the time got 
down few hundred dollars, 
cided was time get down real 
work, himself. 

Now that was really awake the 
actual situation worked harder than 
had ever worked before. had 
order pay the bills owed, 
Largely due the change his mental 
attitude which took place when was 
problem meet his obligations, 
concentrated his efforts his business 
such degree was only few 
years before had rapidly growing 
and prosperous business. man 
never was safe credit risk 
until was close the point going 
out business entirely. required 
burden debt make him fully 
aware what must do. 

Another man went into business, lost 
all the money had and owed $40,000 
when finally folded up. was 
reasonably well fixed when first 
went into business. ended with 
burden debt would require 
human effort pay. Instead being 
discouraged, however, went into 
another kind business, used his head, 
worked hard, exercised good judgment 
and not only paid every cent that 
old debt burden but acquired new 
wealth greater than that with which 
started the first place. was debt 
which made him really successful 
business man. 

Three young men incorporated 
company and started business. Each 
them had ample wealth. The capital 
the company was certainly large 
needed. who continued 
extend credit that company how- 
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ever, were not able collect full. 
These men never had been posi- 
tion where they had work hard. 
They did not work hard when they 
went into business. soon the 
capital the company was used up, 
they let the creditors have the company. 
far financial assets were con- 
cerned, this company started very 
favorable condition. far the 
business building effort and 
ability were concerned was handi- 
capped serious degree. 

One way make business better 
increase private debt. The more 
individual owes, within his capacity 
pay, the harder will work earn 
the money needs pay what 
more business man owes 
within reason, within his capacity 
pay, the harder will work make 
his business grow and show profit 
can pay what owes. The ex- 
tending much credit wise, 
therefore, stimulates business. The 
hampers business. Most people will 
work lot harder get out debt 
than they will when they owe one. 

Let any credit man make list 
the best accounts the books his 
company, those customers who buy 
the largest quantities and who pay all 
bills promptly. Then, let him trace 
back the history those companies 
the men who started them. 
safe bet will discover that over 
per cent these men started with very 
limited capital and found none too 
easy pay their bills. does not 
mean they did not pay their bills 
promptly. does mean that re- 
quired lot hard work and straight 
thinking get the money together 
time pay those bills. good many 
these men never would have built 


the businesses they did had they not 


been spurred debt the degree 
they were. 

The man whose debts keep his nose 
the grindstone all the time has 
choose between giving going 
ahead. Going ahead means the degree 
concentration and hard work which 
the greatest accomplishments. 
that degree, debt leads progress 
and prosperity. 

years ago couple men took 
over little business which had never 
shown profit. was not long be- 
fore looked though they would 
make profit. Not only was their 
Money gone but was becoming more 
and more difficult pay their bills. 

en, they took account their stock 


ability. One man took over the 
duties for which was best fitted. 
The other took over those knew 
best. Each man gave his full atten- 
tion his job, night and day. Within 
five years they had increased their 
floor space between four and five times 
and were making profit. this 
case, there was little choice. Business 
conditions were such that neither 
these men could have gotten job 
they let their business fail. they 
could not make the business pay, they 
would have absolutely nothing left. 

There reason believe there are 
good many business concerns pres- 
ent which would prosper more they 
owed more just this one did. When 
business owes nothing and has 
reserve draw upon can mark time. 
The danger that will mark time 
too long, that competitors will take 
more and more business away from 
ruptcy. The business that owes money 
must forge ahead out exis- 
tence. There other choice and 
amazing, the degree which 
some businesses seem able 
forge ahead under conditions which 
seem make impossible so. 

may true that public debt has 
way stiffling business. certainly 
not true that private debt has the 
same effect. greater the amount 
credit, wisely granted, the greater 
the total productive effort which put 
forth. Much this effort would not 
made were not stimulated debt. 


Widow’s Gratitude 
newly-made widow sent the fol- 
lowing card the Tilusa World 
Daily: 

desire thank friends and 
neighbors most heartily this man- 
ner for the united and co-operation 
during the illness and death 
late husband, escaped from the 
hand death last Friday, while eat- 
ing breakfast. the friends and all 
who contributed willingly towards 
making the last moments and funeral 
late husband success, desire 
remember most kindly, hoping these 
last few lines will find them enjoying 
blessing. have good milch 
cow and roan horse, five years old, 
which will sell cheap. God moves 
mysterious way his wonders 
perform. plants his footsteps 
the seat and rides upon the storm, also 
black and white shoat, very low. 
Comment. 


100%, 


88.8 
MILLERS NATIONAL 
TOTAL LIQUID ACTUAL SURPLUS TO 


ASSETS ASSETS 
$7,014,075.42  $6,230,296.30 


LIABILITIES POLICYHOLDERS 


Graph Shows 
Financial Strength 


Millers National well pre- 
pared meet its “quick” 
liabilities because shown 
above could convert $6,230,- 
296.30, 88.8% its assets 
into cash short notice. This 
company actually 175% 
liquid! 

Notice, too, that 49.4%, 
practically half Millers Na- 


tional’s admitted 
actually surplus. 


SOUND INSUROR 


Founded seventy-five years ago, 
Millers National has built its 
resources and today one 
the strongest fire insurance 
companies our nation. Its 
service extends from coast 
coast. 


What does this mean credit 
men? means that property 
assets their creditors insured 
this company are soundly 
protected against loss. 


MILLERS NATIONAL 
INSURANCE COMPANY 
ESTABLISHED 


HOME OFFICE CHICAGO 
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ACM Day 


Saturday, May 25th, has been des- 

the New York World’s Fair. This 
date was selected coincide 
with the delegations returning from 
the Toronto Credit Congress which 
closes May 23rd. Those buying 
round-trip tickets way New York 
City may thus stop for least night 
visit the Fair the evening May 
24th and then hand for the 
least part May 26th before they en- 
train for their homes. 
been arranged, good only the May 
25th date $1.00 each. 
This special one dollar ticket will in- 
clude: 
Admission the Fair 
Admission concessions which 
may chosen from: 

American Jubilee 

Ripley’s Believe Not Oddi- 


torium 


Style and Comfort 


the that always upper 
most the minds those who attend 
you Fontenelle. keeping with 
this policy, the management constantly 
adding new features for your comfort 
and convenience. The Amber Room Cof- 
fee Shop, the King Cole Room, and the 
Mirror-Bombay Room invite you. 


HOTEL 


New York 


Fair Scheduled for May 


Dancing Campus 
Mrs. Thorne’s Miniature Rooms 
Gay New Orleans 
Morris Gest’s Midget Town 
The Perisphere 
Gardens Parade 

Also, twenty cent Discount Cou- 
pons. These coupons can used 
part payment meals any 
middle class restaurant as, for in- 
stance, the cent luncheon, 
the restaurant will accept three 
cent coupons part payment. 
Three the coupons also will 
accepted part payment all 
amusements one the coupons 
will provide admission the 
Dancing Campus. 

Those coming New York will 
find adequate transportation facilities 
either the Queens Line the 
the Independent (Eighth Avenue Sub- 
way). Trains, running directly from 
Pennsylvania Long Island Station 
the Fair, leave every ten minutes 
cost cents per ride. The special 
obtained from the National Office, One 
Park Avenue, and from the New York 
Credit Men’s Association, 354 4th 
Ave. also will available 
the registration desk the Toronto 
Convention. 


Credit Quiz Program 


Two teams will compete for Inter- 
national Convention Honors 
unique feature the Hardware 
Manufacturers Industry Group 
Sessions. Based currently popular 
radio programs, the rivalry between the 
opposing camps will provide entertain- 
ment well information. Vice 
Chairman Harry Jackson, American 
Hardware Corporation, New Britain, 
Conn., and Ed. Ogren The Stanley 
Works, New Britain, Conn. will 
maneuver the opposing forces the 
battle wits. 

Chairman Willard Becker, Norton 
Door Closer Company, Chicago, and 
Canadian Vice-Chairman Hyatt, 
General Steel Wares, Ltd., Toronto, 
Canada, have enlisted leading credit 
executives talk vital problems 
this Ist International and 45th Annual 
ronto, May 19-23. 


National Nominations 


The following the 
the Nominations Committee the 
1940 Credit Congress the 
Toronto May 19-23. 

The Constitution provides that the 
five immediate past Presidents they 
are available shall serve this 
mittee, and that the last immediate 
President shall 

The Constitution also provides 
the Councillors each the ten 
tricts shall select representative 
their District, and that the 
President shall name ten members 


large serve the Nominations 
Committee. 


Five Past Presidents: 


Bosschart, Eng-Skell Company, 
Francisco, Cal. (CHAIRMAN) 

Paul Fielden, Norton Company, Worcester 
Mass. 

Pilsbury, Rosenberg and Sons, New 
Orleans, La. 

Haight, International General 
tric Co., New York, 

Fred Roth, Whitney-Roth Shoe Co., 
land, Ohio 


Ten Members Chosen the Councillors: 

Osbon Bullen, Lever Brothers 
Cambridge, Mass. 

Wilder, Pass Seymour Syra- 

Withington, The Philadelphia 
tional Bank, Philadelphia, Pa. 

Schonberger, Beau Brummell, Inc, 
Cincinnati, Ohio 

Klippel, Van Camps Hardware 
Iron Co., Indianapolis, Ind. 

Earl Harrison, First National Bank, 
Waco, Texas 

Sidney Wilson, Wofford Oil Co., Atlanta, 
Ga. 

Phillips, Globe Machinery Supply 
Co., Des Moines, Ia. 

ber Co., Denver, Colo. 

Pedersen, Remar Baking Co., Oak- 
land, Cal. 


Ten Members Large Selected Presi- 
dent: 

Leon Rosenbaum, Consolidated Rock Prod- 
ucts Co., Los Angeles, Cal. 

Mrs. Ida Reed, Douglas Candy Co, 
St. Joseph, Mo. 

Patterson, 
Duluth, Minn. 

Groves, Groves Shoe Co., Chicago, 
Ill. 

Ball, Brown Shoe Co., St. Louis, Mo. 

Frank Byrne, Cannon Mills, Inc., New 
York City. 

Henry Wendt, Graybar Electric Co, 
Richmond, Va. 

Times, Louisville, Ky. 
Ogren, Stanley Works, New 

Conn. 
Aldrich, Linde Air Products Co, 
Birmingham, Ala. 


Marshall Wells 
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Economic Analyst, 
Bureau the Census 


Collection rate 
falls two points 


The rate collections for 1,463 manu- 
facturers and 2,421 wholesalers fell 
points from March 1939. The collec- 

tion rate for these manufacturers was 
March 1940 and March 1939; 
for wholesalers the rates were and 
for the two periods. These figures are 
based reports manufacturers and 
wholesalers who participate the survey 
conducted monthly the Bureau the 
Census cooperation with the National 
Association Credit Men. 

The slower collections this month mark 
the trend and thus may sig- 
The 2-point fall the first de- 
crease noted the manufacturers’ 
series since September 1938, when collec- 
tions were off points from September 
1937. For wholesalers fall the rate 
collections occurred once before, recent 


Thermometer: 


months, and this situation therefore became 
evident that time. December 1939, 
collections were 7.6 percent accounts re- 
ceivable compared with percent 
December 1938. other decreases had 
been shown the collection rate for whole- 
salers since September 1938. 

Accounts receivable the 1,463 manu- 
facturers amounted $393,351,000 
March two percent more than month 
earlier and percent over year ago. 
For wholesalers, accounts receivable 
$230,528,000 were one percent over last 
month and nine percent greater than 
year ago. These increases outstanding 
credit reflect, least part, increased 
sales and decreased collections. The sharp- 
est increases accounts receivable oc- 
curred those lines which have been ex- 
periencing the more marked sales increases. 


First quarter sales 
above year ago 


During the first three months 1940, 
sales 2,737 wholesalers were 7.4 percent 
above the same period 1939. the 
kinds business for which data are 


shown the table the following page, 
reported sales higher than for the 
first quarter 1939, and only three re- 
ported decreases. The 3-months data show 
machinery, equipment and supplies (except 
electrical), heavy 
goods and industrial supplies ahead 
1939 more than percent, develop- 
ment indicated trends exhibitéd recent 
monthly data. For the quarter, sales 
1,641 manufacturers were 
ahead the same period 1939. 

The reported sales increases for the first 
quarter are contrast the record for 
March. Sales wholesalers were 7.4 per- 
cent ahead the first quarter 1939 
spite the fact that for March, sales were 
only 0.8 percent greater than during March 
year ago. For manufacturers, the quar- 
ter also ended weaker, with March sales 
percent over March 1939, compared with 
the percent gain for the quarter 
whole. 

The data the following tables are 
based upon representative sample 
manufacturers and wholesalers all parts 
the country. 


All survey figures collected and compiled Bureau Census 
MANUFACTURERS’ sales and collections accounts receivable, March 1940 


Dollar Sales 


Sales For Mos. 1940 


Collection Percentages* Total Accounts Receivable 


Percent change Percent change 
Industry March 1940 from Mar. INumber] change 3 Mos. {Number Mar.|Mar.|Feb Mar.1,1940from of 
firms Mos. (000’s) firms Mar. Feb. 
1939 1940 
Food and kindred producte, 1.2 3.7 $106,078 460 7.2 $285,671 347 126 122 113 2.3 0.0 $75,009 
Flour, cereals, and other grain mill products. 8.6 +12.1 7,948 +12.6 22,492 169 151 3.4 4,673 
Textiles and their products, total........ 24,266 124 +10.4 69,860 121 +17.4 37,950 
Lumber, timber, and other miscellaneous 
Chemicals and allied 6.6 15,284 125 8.1 44,511 119 1.6 20,948 
ather: tanned, curried, and finished....... 5.5 5,901 2.3 18,793 6,922 
tone, clay, and glass products, 8.1 9,750 9.0 26,675 5.3 11,270 
and steel and their products, total.......... +17.7 3.8 57,734 153 +30.7 168,937 152 3.9 63,921 
Other iron and steel +20.1 3.6 52,335 112 +32.8 152,927 112 +30.5 4.0 56,512 
achinery, not including transportation 
ectrical machinery, apparatus and supplies +28.8 +10.1 39,702 113,955 84] +28.0 1.0 28,406 


percentages are obtained dividing collections accounts receivable for identical group firms. 
Includes Shades, Globes, Reflectors, etc. 


Credit and Financial Management 


Syra- 
Na- | 
anta, 
| | 
rod- 
Co., 
Mo. 
lew 


sales and inventories, March 1940 


Dollar Sales Sales For Mos. 1940 End Month Inventories (Cost) 
Percent change Percent Percent change 
Kind Business Number Mar. Number Number Mar. 

1940 1940 1939 1940 


Clothing and furnishings, except shoes....... 6.2 7.5 —10.5 1.0 122 
Shoes and other —15.6 6.4 2.0 8.4 103 
Drugs and drug sundries##................... 132 3.7 5.4 0.7 194 
Without liquor department............... 3.4 3.3 175 
Fresh fruits and vegetables................... 0.1 +13.2 6.1 +11.0 2.9 
Furniture and house furnishings............. 3.0 +20.4 6.7 +15.3 0.4 
Groceries and foods, except farm 0.7] 5.7 4.9 141 
Total hardware 466 4.9 +13.6 +11.6 +12.4 1.4 283 333 
Heavy +13.5 7.4 +28.1 +18.7 1.9 273 295 
162 +10.2 4.3 +20.2 1.0 256 
Plumbing and heating 124 8.8 9.6 209 261 


*This heading also includes distributors mill, mine and steam supplies. 
Stock-Sales ratios are percentages obtained dividing stocks sales for identi 
affiliated with voluntary cooperative groups 


data show separately. 
cal group firms. Sales, including liquors, wines, etc. 


WHOLESALERS’ accounts receivable and collections, March 1940 
Collection Total Accounts Receivable 
Percent change 
March 1940 from 
Kind Business firms 
Clothing and furnishings, except +10. 
Furniture and house +14. 
Groceries and foods, except farm products 
Wines and spirituous liquors +26. 
Total hardware group... +11. +1. 
General hardware... +10. 
Heavy hardware.. +28. 
Blumbing and heating supplies +12. 
Lumber and building materials.............. 
Machinery, equipment and supplies, except electrical. +25. 


Collection percentages are obtained dividing the collections accoun 


receivable for identical group firms. 
This heading also includes distributors mill, mine and steam supplies. 


Credit and Financial 


» 
—! 
| 
4 


1940 
March 

ies, geographic 

inventorie 

WHOLESALERS’ 


k-Sales 
Cost) 
Month Inventories 
0 
End hange Mar. 31, 
8 
Sal 3 Mare (000 
Mar. stocks 1939 
phic reporting Mar. 949 18 12.0] + ‘3 
Autom: fur twear.. ent)... +26. 8.7 
Groceries and 0 + 17 — 7. 
Gen hardw: lies* lies 3 7 41—0. 
prod eee 20 6 + 3. 10 +16.1 3.7 
n ing an 156 am 7. 8 + 4. + 0.8 
ies an 25 16. 5 + 9. = 
hoes and o tt 40 17 +1 7 9.0 
ener: plies*... plies SESS 8 
Lumber tical group 
rodu sales 
its p mill, mine an tocks by 
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Atiogg 
far, Feb 
1940 
| 
274 
276 
122 
103 14 
81 66 
250 
267 
162 
260 
183 
306 
187 
ar, 


WHOLESALERS’ accounts receivable and collections, geographic divisions, March 


Collection Percentages* Total Accounts 
Percent change 


Geographic Division Number March 1940 from 
Kind Business firms March March February 
reporting 1940 1939 1940 
and meat 160 167 169 +12.5 3.5 
Fresh and 180 184 190 7.0 +12.4 
Groceries and foods, except farm 104 +16.1 
Drugs (without liquor department)......... 3.0 3.6 2,230 
Fresh fruits and 136 140 132 6.8 0.8 
Groceries and foods, except farm products................... 0.7 6,538 
Clothing and furnishings, except +17.8 +20.6 
Groceries and foods, except farm 140 139 130 2.0 0.4 3,047 
Tobacco and its 180 205 191 +22.2 
Drugs (without liquor department)........... +12.4 3.0 
Drugs (with liquor department)................ +22.2 3.8 
Fresh fruits and 108 128 109 +14.5 4.9 
Groceries and foods, except farm products 4.3 —0.1 
Groceries and foods, except farm +14.4 2.8 
Groceries and foods, except farm 112 +10.3 
Machinery, equipment and supplies, except +28.8 0.5 
Groceries and foods, except farm products................... —0.7 1.5 
Groceries and foods, except farm products................... 106 114 +12.2 3.9 
Plumbing and heating +26.3 +14.4 
Lumber and building +17.8 0.0 
Machinery, equipment and supplies, except +16.5 6.6 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms. 
This heading also includes distributors mill, mine and steam supplies. 


STATES COMPRISING DIVISIONS: New England—(Conn., Me., Mass., H., I., Vt.); Middle Atlantic—(N. J., Y., Pa.); East North 

Ohio, West North Kans., Minn., Mo., Nebr., Dak., Dak.); South Atlantic—(Del., C., Fla., Ga., Md., Car., Car., Va., 

Ky., Miss., Tenn.); West South Central—(Ark., La., Okla., Texas); Mountain—(Ariz., Colo., Idaho, Mont., Nev., Mex., Utah, 
aci Ore., 


